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Of Interest to Life Insurance 
Agents 


It is just possible that in some of the years gone by, too 
many untrained, unprepared, and unsuccessful men have 
been permitted to sell Life Insurance. 


This was a grievous mistake, which resulted in the plac- 
ing of insufficient and inappropriate coverage. It also made 
it much harder for earnest and competent Agents to make a 
living. 


It still is easy for men to become Agents, and it still is 
hard enough for even the well-trained and competent to suc- 
ceed. Agents ought to work just as hard, just as long, just 
as faithfully, and just as purposefully as anyone else. 


The recent publication of the results of twenty-one years 
of service by a successful Life Insurance Agent of Portland, 
Oregon, shows that he made it a practice to rise at six-thirty 
o’clock every morning and to work diligently ten hours 
every day. He put in a total of 5,071 days, interviewed 
25,989 men, sold 2,478 policies (amounting to $13,949,000 
of insurance), and his commissions were $243,554.66, or bet- 
ter than $10,000 a year for the entire period. 


Here was an Agent, trained, competent, and diligent. 
He worked hard and faithfully. Only such an Agent can 
succeed; and only such an Agent should succeed. 

The selling of Life Insurance is a serious business, re- 


quiring equipment and application. It is also full of grave 
responsibility. 


THE NORTHWESTERN MUTUAL 
INSURANCE COMPANY 


Milwaukee, Wisconsin 





























It A) Not He receives liberal commissions 
S -. on the business he writes. An 

urprising experienced staff gives him per- 
sonal training and help—not only 
at the start, but continuously and 
frequently thereafter. An inter- 
esting agency program inspires 
his sustained enthusiasm and 
stimulates his most profitable 





There is nothing strange about 
the success of a Peoria Life 
agent. He is first given a thor- 
ough course of instruction in in- 
surance and salesmanship. He 
has policy contracts that embrace 




















every attractive feature of mod- efforts. 
ern life insurance: disability and He realizes that he is a part of 
double indemnity, liberal policies one of the country’s most pro- 
for impaired risks, participating gressive and rapidly growing 
and non-participating plans, spe- legal reserve companies, that de- 
cially designed contracts for spe- sirable openings in its organiza- 
cial needs such as retirement tions are filled from its own 
income, business protection and agency ranks, that it is genuinely 
the popular family income bene- and practically interested in his 
fit. making good. ' 
4 His prospects include women Is it surprising that Peoria 
on equal terms with men, and Life men are happy and success- 
children of any age from birth. ful? 






































Peoria Life Insurance Company 
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Aggregate Line 
Is Being Studied 


Companies Consider Total Life 


Insurance Applicant Is 
Carrying 


FORMULA IS ADOPTED 


Business as Well as Personal Protection 
in Its Entirety Is Kept in 

Mind 

NEW YORK, June 

pany executives have become very con- 

They have had time to cast 


18.—Life com- 


servative. 
up their accounts, look over the records 
and study statistics. They have come to 
the conclusion that men carrying large 
amounts of insurance present particular 
hazards in times of economic stress. 
This is not alone confined to life insur- 
ance but to every other form of insur- 
ance. They believe that when a man 
finds it is of great financial advantage to 
him to cash in on his insurance he is 
likely to do it. 


Consider Total Amount 


The large number of suicides and mys- 
terious deaths has convinced life com- 
panies that there should be a line drawn 
and that more attention should be given 
to the total amount of insurance a per- 
son is carrying and his actual earning 
capacity. In addition to the higher mor- 
tality due to the suicide route, life com- 
panies have found that men carrying 
large amounts of insurance are placed 
under a tremendous strain and this has 
aggravated physical and mental weak- 
nesses which ultimately lead to disability 
or early death. Not alone life insurance 
itself but the total and permanent disa- 
bility department of the companies is 
receiving attention as to, total benefits. 
The increase in number of accidents, 
some of which could not be well ex- 
plained, has called into play the double 
indemnity provision. Altogether the 
underwriting weaknesses have been 
brought to light during the last year 
or so. 


Formula Is Being Followed 


A group of companies that have held 
informal meetings to discuss the various 
phases of underwriting and company 
practices have laid down a general rule 
to follow as regards the total insurance a 
man should carry. For example, these 
companies say that up to age 30 a man 
is entitled to carry 12 times his earned 
income; between ages 30 and 35, 10 
times ; between ages 35 and 40, 8% 
times; between ages 40 and 50, 6 times, 
and between 50 and 60, 3 times. Com- 
panies have to decide whether they will 
place the total amount of insurance on 
what a man earns from his own business 
or whether they will add, at least to 
some extent, his income from invest- 
ment. 

The difficulty arose chiefly from what 

(CONTINUED ON PAGE 21) 





Business in State of Flux 





Cross-Section of Opinions From Many Company Officials 
Shows Policy of Economy, Stricter Field Requirements, 
Drastic Disability Changes Proposed 





By DALE R. SCHILLING 


Company executives this year un- 
doubtedly are going through one of the 
greatest tests in life insurance history. 
Management literally is on trial, and 
upon the manner in which it reacts to 
the many problems which face it de- 
pends the well-being of the business. 

A good start already has been made. 
Executives are thoroughly alive to their 
responsibilities. Home office and field 
staffs are having to fall in line. As a 
result there have been some significant 
official changes. 

So magnificent has been its reaction 
to the terrific jolt of the stock crash, 
heavy policy loans and resulting lapsa- 
tion, reduced investment income, tre- 
mendous loss on the disability income 
clause, jumbo line suicides, business de- 
pression, that the public’s interest in life 
insurance has been stirred more than 
ever before. 

Business Not Unscathed 


Yet this has not come about without 
taking heavy toll. Life insurance has 
stood up under hard times better than 
anything else, yet it has suffered. 

Three significant aspects of the situ- 
ation in which life insurance finds itself 
stand out “like sore thumbs,” as one 
trained observer who recently has inter- 
viewed scores of officials and under- 
writers phrases it. The results of this 
survey are presented here in what is 
believed to be a faithful “cross-section” 
of opinions and trends. . 

1. Practically all company executives 
and underwriters are much disturbed 
over the disability income clause, and 
there is a rapidly growing sentiment, 
particularly in the east, favoring with- 
drawal of life companies entirely from 
this field, to write only waiver of pre- 
mium in future. 

2. Almost all company officials expect 
to lose surplus this year. 

3. Overhead is being pared to the 
bone and not only home office but field 
personnel, commissioned, as well as sal- 
aried, is being called on to produce or 
get out. Officials generally see no hope 
of very favorable results this year and 
are accepting 1931 as a good year in 
which to “clean house” of all non-pro- 
ductive forces. 

Disturbed Over Disability 


Not even the most optimistic under- 
writer holds any brief for the present 
disability rate scale. A year ago rates 
were almost doubled when the new 
standard 120-day clause went in force. 
There were many persons in the busi- 
ness then, particularly on the sales side, 
who feared that this was a dangerous 
increase, and perhaps not quite called 
for despite bad loss experience. There 
are many in it now who heartily wish 
the life companies were entirely out of 
it, leaving it entirely for accident and 
health companies. 

It is just short of a year since the 
rates became effective July 1, 1930, so 


of course a full year’s experience can- 
not yet be drawn. However, one of 
the “billionaire” companies, among the 
first six in size, just recently has com- 
pleted a poll of disability experience in 
the last 12 months, making due allow- 
ance for the fact that much of the ex- 
perience is under the old 90-day clause, 
and estimates that the present disability 
income scale is 20 percent inadequate. 
Something Must Be Done 


It is a foregone conclusion that some- 
thing must be done to make disability 
profitable, or at least, less unprofitable 
There are several very good reasons 
why drastic action must be taken on dis- 
ability. 

Results on disability play their impor- 
tant part in making up the gain or loss 
exhibit. Other factors are gain or loss 
on investments, savings in mortality and 
on overhead. How vitally important it 
is that disability be made to stand on 
its own feet is apparent when one ob- 
serves the difficulty of making an in- 
vestment gain in these times of business 


depression, and when it also is con- 
sidered that savings in mortality have 
been steadily decreasing in many com- 


panies. 
Have Very Little Latitude 
There are but three places a life com- 
pany can get money to apportion to 
surplus: Mortality and morbidity sav- 
ings, investment and lower overhead. 
Mortality savings in many companies have 
lessened because of decreased business 
production. Since less business is being 
placed on the books than in the flush 
period of the last five years or so, there 
is less dilution of old policyholders by 
(CONTINUED ON PAGE 98) 








Large Increase in 1930 
Life Insurance Payments 





Preliminary reports from the 
compilers of the statistical infor- 
mation for The National Under- 
writer’s 1931 Life Payments Lo- 
calized Number indicate that the 
payments to policyholders and 
their beneficiaries by life insur- 
ance companies showed a large 
increase in 1930, at least double 
that for 1929. The Life Payments 
Number shows the individual life 
insurance death claims paid in 
1930, the payments made by cities 
and states and the large individ- 
ual payments. The special issue 
will be sent free to all subscribers 
the last part of July and makes 
an excellent canvassing document 
to use in selling. Orders for ex- 
tra copies must be sent in imme- 
diately. 














Modification of 
Disability Is Up 


Rate Increase, Cessation of Bene- 
fits Age 55, Longer Waiting 
Period Proposed 


NEXT SESSION JUNE 23 


Representatives of 25 Largest Com- 
panies Discuss Problem of Drain 

on Resources 
NEW YORK, 


about 25 of the 


June 18.—Representa- 
tives of largest life 
companies gathered here to discugs the 
much 
conversation but no conclusions and the 


June 23 for 


disability situation. There was 
attendants adjourned until 
further discussion. 

If it could be said that there was any 
meeting, the 


nearest approach to it would be to em- 


unanimity at Thursday's 


body the following proposals. 

(1) That the 
creased. 

(2) That disability benefits be cut off 
at age 55. 

(3) That benefits be reduced from $10 
to $5. 

(4) That the waiting period be ex- 
tended from four to six months. 

(5) That last and foremost there be 
stricter underwriting. 


disability rate be in- 


Run on Companies 


The run on the insurance companies 
because of disability has created a nearly 
panicky situation in the east. The com- 
panies are thoroughly alarmed at the 
drain it has brought about on their re- 
sources and are eager to get together 
on some radical modification of the dis- 
ability clause or its elimination. 

There is much jockeying at the post, 
each company fearing to take the initia- 
tive because of the dreaded effect on its 
new business but each company ready to 
participate in a general movement to- 
wards radical modification or elimina- 
tion. 

There have been many conferences 
among eastern companies on disability 
and it is likely that sooner or later they 
will bear fruit. Perhaps the June 23 
meeting will result in some decision for 
common action, but if it doesn’t a later 
meeting will. 


Life Presidents Delegates 


As members of the committee of fra- 
ternal delegates to the annual gathering 
of the American Life Convention, to be 
held in Pittsburgh Oct. 7-9, the Asso- 
ciation of Life Insurance Presidents has 
appointed Franklin D’Olier, vice-presi- 
dent Prudential, chairman; A. J. Davis, 
vice-president and general counsel Provi- 


dent Mutual; D. C. MacEwen, vice- 
president Pacific Mutual, and W. E. 
Monk, general counsel Massachusetts 
Mutual. 
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Merger of Royal Union and 
Des Moines L. & A. Effected 





RETAIN ROYAL UNION NAME 





J. J. Shambaugh Becomes President and 
A. C. Tucker Chairman of Board— 
Has $2,000,000 Capital 





DES MOINES, June 18.—Stockhold- 
ers of the Royal Union Life and the 
Des Moines Life & Annuity, after delib- 
erating for several days, reached a satis- 
factory conclusion for the merging of 
the two companies Monday and the plan 
was consummated by unanimous vote. 

The merger was predicated on an ex- 
change of stock on a par for par basis. 
The business will be conducted under 
the title of the Royal Union Life, with 
capital of $2,000,000, of which $1,000,000 
is the capital of the old Royal Union, 
$600,000 of the Des Moines Life and 
$400,000 of new stock declared as a divi- 
dend to Royal Union stockholders. 

The new Royal Union Life, formed 
through consolidation, purchase and re- 
insurance of 23 companies since 1917, 
has nearly $200,000,000 insurance in 
force. Combined assets are approxi- 
mately $40,000,000, and capital and sur- 
plus, including contingency reserves, ex- 
ceed $3,000,000. 

Shambaugh Elected President 


J. J. Shambaugh, president of the Des 
Moines Life, was elected president of 
the new company, and A. C. Tucker, 
president of the Royal Union, chairman 
of the board. Other officers are: W. R. 
C. Kendrick, first vice-president and as- 
sociate counsel; George Cosson, general 
counsel; C. E. Dailey, treasurer; W. D. 
Haller, secretary and actuary; B. M. 
Kirke, vice-president and field manager; 
R. A. Yarcho, vice-president and comp- 
troller; Frank Shane, vice-president; 
Dr. P. G. Watters, medical director; Dr. 
F. W. Chase, assistant medical director; 
E. L. Shinnick, vice-president and asso- 
ciate actuary; R. H. Werges, field super- 
visor; H. C. Reeder, assistant actuary; 
P. A. Andrews, associate actuary; L. J. 
Irwin, assistant treasurer; H. W. Shafer, 
first assistant secretary; G. F. Greenlee, 
assistant secretary. Messrs. Cosson, 
Chase, Shinnick and Werges were with 
the Des Moines Life. The other officers 
were with the Royal Union. 

Directors are Messrs. Tucker, Sham- 
baugh, Kendrick, Kirke, Dailey, Haller, 
Shinnick and Cosson, Atlee Pomerene, 
E. D. Perry, R. O. Tucker, A. P. Os- 
born, Otto Herman, Peter Kern and J. 
A. Donohoe. 

Approved by Commission 


The state insurance commission, com- 
posed of Commissioner Ray Yenter, 
Governor Turner and Attorney General 
Fletcher, has endorsed the consolidation 
and the executive council has approved 
the new stock issue. 

The Royal Union is licensed in ten 
states and the District of Columbia, and 
the Des Moines Life in eight states, in 
only two of which, Minnesota and Ne- 
braska, the Royal Union does not oper- 
ate. It will enter these two states, in 
which the Des Moines Life has an 
agency plant. 

Mr. Shambaugh was an original direc- 
tor of the State Life, which merged with 
the Royal Union Mutual in 1924, and has 
been a director of the Royal Union con- 
tinuously. Mr. Tucker, who has been 
traveling to regain his health, was presi- 
dent of the State Life and has been 
president of the Royal Union since 1924. 


Fraternal on Legal Reserve Basis 


Officers of the Order of Railway Con- 
ductors, Cedar Rapids, Ia., are changing 
to a legal reserve basis. There is some- 
thing like $90,000,000 insurance in force. 
Heretofore it has been operating on the 
assessment plan. The average age last 





Attend Chicago Meeting 








JESS G, READ ° 


The two “big shots” at the meeting 
of the executive committee of the Na- 
tional Convention of Insurance Commis- 
sioners at the Stevens hotel in Chicago 
this week are Jess G. Read, Oklahoma 
commissioner, who is president of the 
organization, and Ray Yenter of Iowa, 
chairman of the executive committee. 





RAY YENTER 


The spring meeting so-called is an ex- 
ecutive meeting rather than a meeting 
of the convention proper. The conven- 
tion itself, however, often convenes and 
then the president has a chance to dis- 
play his dignity. Commissioner Yenter 
will retire from departmental work next 
month. 








C. L. U. Examinations Held 
at 48 Points Present Week 





The fifth series of C. L. U. examina- 
tions is being held this week at 48 dif- 
ferent colleges and universities through- 
out the United States. These examina- 
tions are conducted regionally, candi- 
dates being concentrated at accessible 
points located in 38 states. More than 
630 underwriters are eligible to take 
these examinations but even though due 
allowance is made for those who cannot 
present themselves for some reason, it 
seems quite likely that the number tak- 
ing the examinations will approximate 
at least 500. This is more than twice 
the number of candidates in 1930 and in- 
dicates a rapidly growing interest in the 
Cc. L. U. movement. 


Hawkeye Life’s Gain 
The Hawkeye Life of Des Moines up 
to June 17 showed a gain of 100 per- 
cent in issued business over the same 
period in 1930. 





Brothers Nollen Have a 
Brand New President 





Of note in educational circles 
was the election last week of John 
S. Nollen as president of Grinnell 
College. Of both note and interest 
to life insurance friends of the 
Nollen family was the fact that 
each of the three Nollen brothers 
now bears the title of “president.” 
One brother, G. S. Nollen, is presi- 
dent of the Bankers Life of Iowa; 
Brother H. S. Nollen is president 
of the Equitable Life of Iowa, and 
now Brother John S. Nollen is 
president of Grinnell College, 
Grinnell, Ia. 

John Nollen has been associated 
with the work of Grinnell College, 
with the exception of a few years 
spent in other schools and a period 
spent in charge of Y. M. C. A. 
work in Italy during the war, since 
1894. 





year was 51.8. 

















Investment Bankers’ Tribute 
to Life Insurance Solidity 





A striking tribute to life insurance in- 
vestments is paid in a report of the real 
estate committee of the Investment 
Bankers Association of America. The 
report declares that the real estate bond 
situation is one of the blackest spots in 
our present financial outlook. Looking 
to the future, the report says: 

“Until the present. situation has 
cleared, there will be little real estate 
bond financing done. If the business 
continues at all the new issues will be 
more in accord with the standards of 
safety followed by life insurance com- 
panies. 

Estimates of the total outstanding vol- 
ume of real estate bonds vary from eight 
to 12 billion dollars, the report states. 
In the city of Chicago $400,000,000 in 
real estate bonds are in foreclosure. 

During the boom times tens of thou- 
sands of investors were attracted by the 
6 percent offered on real estate bonds. 
Much twisting was done on the theory 
that the policyholder could take down 
his reserve, put it into real estate bonds, 
and make more money than by leaving 
it with the insurance companies. No 
more telling comment on this practice 
could be found than in the paragraph 
from the real estate committee’s report, 
with its unconscious tribute to the se- 
curity of life insurance. 


Home Life’s Regional Meetings 


NEW YORK, June 18.—The Home 
Life has announced dates and meeting 
places for the honor roll meetings to be 
held early next year following the close 
of the club year Dec. 31. There will be 
four regional meetings. Chairman E. 
I. Low, President J. A. Fulton and Su- 
perintendent of Agencies C. C. Fulton, 
Jr., will be present at each of the meet- 
ings, which will be in St. Louis Jan. 11, 
Chicago Jan. 12, New York Jan. 15, and 
Washington Jan. 29. While the general 
sessions will be open to all company 
men who care to attend, the dinners 
will be for the honor roll men only. 
None of the four meetings will conflict 
with the sessions of the president’s 
club, which will take place in January 
at Hollywood Beach, and for which the 
company encourages agents to qualify. 








New York Life Cuts Amount 
of Disability Income Issued 





MAXIMUM IS $250 A MONTH 


Several ‘Companies Reported to Have 
Reduced Income and Waiver Issue 
to Net Retention 





The New York Life has cut the 
amount of insurance it will issue with 
disability income from $50,000 to $25,000, 
equivalent to a reduction in maximum 
monthly income it will issue from $500 
a month to $250 a month. It has also 
reduced the amount it will issue with 
simple waiver of premium from $200,000 
to $100,000. 

It is understood that a number of 
companies have limited the amount they 
will issue on either disability income or 
straight waiver of premium to their net 
retentions. The New York Life’s action, 
however, does not come under this 
classification as that company has never 
reinsured its disability or waiver of pre- 
mium risks. 

More Conservative Policy 


There are indications that companies 
are sticking much closer than in the past 
to the principle of not going on a risk 
where the total insurance with disability 
income would result in an income of 
more than $1,000 a month. 

Limitation of the amount of insurance 
that will be issued with simple waiver 
is of considerable importance although 
the actual hazard is not so great in pro- 
portion to the premium as where dis- 
ability income is involved. 

Waiver Important Item 


_ If the average premium for participat- 
ing companies is assumed to be $40 a 
year per $1,000 and disability income 
to be $120 a year per $1,000, then it is 
clear that in case of disability a com- 
pany is out as much per year on a 
$100,000 policy with waiver only as if 
the policy were for $25,000 with dis- 
ability income and waiver of premium. 


United Life & Accident 
Not to Merge After All 


CONCORD, N. H., June 18.—After 
having voted twice to authorize the sale 
of the United Life & Accident to the 
Ohio National Life by overwhelming 
majority, the directors of the United 
Life & Accident have reversed their de- 
cision and voted unanimously not to sell 
the company, but to continue it as for- 
merly with headquarters here. 

At the same time new officers were 
elected, R. J. Merrill becoming presi- 
dent. He has been vice president, sec- 
retary and a director. He strongly op- 
posed the sale of the company, resigning 
his offices immediately after the vote of 
the directors to sell last week. Mr. Mer- 
rill was also formerly insurance commis- 
sioner of New Hampshire. Allen Hol- 
lis, Concord, formerly president, was 
elected chairman of the board and con- 
tinues as general counsel. J. V. Hanna, 
formerly actuary and assistant secre- 
tary, was elected vice-president and ac- 
tuary; R. K. Jordan was elevated from 
assistant secretary to secretary, and W. 
S. Cutting was made assistant secretary. 

Local feeling was very strong against 
the sale and removal of the company 
from Concord and the final decision was 
the cause of general rejoicing about Con- 
cord, there being a display of flags on 
business buildings such as is usually 
only seen on public holidays. 


Davidson Gets Added Position 


W. J. Davidson, who has been actuary 
of the National Life of Des Moines for 
the past two years, has been appointed 
secretary. In addition to his new duties 
he will continue to look after the actu- 
arial work. 
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Big Pacific Coast 
Company Merger 


California State Acquires Control 
of Western States for 
$6,500,000 


KRUSE TO BE PRESIDENT 


New Organization to Have 270 Mil- 
lions in Force and 45 Millions 
Assets 


SAN FRANCISCO, June 18.—The 
Western States Life of San Francisco 
has been bought by the California State 
Life for approximately $6,500,000. The 
consolidated organization will probably 
be known as the California State-West- 
ern States Life and will have business 
in force of approximately $270,000,000. 
Assets of the combined company will be 
in excess of $45,000,000 and capital 
$1,750,000. Of this the Western States’ 
former capital was $1,000,000 and the 
California State $750,000. The new 
company will be one of the largest life 
carriers west of the Mississippi river. — 

Roy Kruse, president ° California 
State Life since 1925 is to be president 
of the new company. Five of the present 
directors of the Western States will be- 
come directors of the California State- 
Western States, making the total num- 
ber 27. Both companies involved in the 
merger own their own home office build- 
ings in their respective cities. 

Get Cash and Stock 


The deal involves issuance of new 
stock, transfer of stock and distribution 
of cash. According to the plan as an- 
nounced, Western States stockholders 
will receive $40 in cash and one-half 
share of stock in the California State 
Life for each share of Western States 
Life stock. In addition, these stock- 
holders will be given the right to buy 
new stock at $40 per share on the basis 
of two shares of new stock for each five 
shares of California State Life stock re- 
ceived under the new deal. 

Stockholders of California State Life 
have been given the privilege of buying 
new stock on the same basis. In order 
to carry out the plan, the California 
State Life will issue $1,000,000 of new 
stock to increase its capital to the new 
figure, 


Explanation of Deal 


How the stockholders will fare is ex- 
plained by a financial analyst as follows: 

“Inasmuch as there are 100,000 shares 
of Western States Life $10 par value 
stock outstanding, the deal works out 
like this: Western States Life sharehold- 
ers receive for their 100,000 shares of 
stock 50,000 shares of California State 
Life stock plus $4,000,000 in cash. In 
addition they have the right to subscribe 
to 20,000 shares of new stock at $40 per 
share which is $15 under the current 
market price. 

“California State shareholders, who 
now own 75,000 shares, are offered the 
right to acquire 30,000 shares of addi- 
tional stock at $40 per share.” 


Adopt Branch Office System 


According to reports the new com- 
pany will adopt the branch office system 
of the Western States Life, founded on 
the New York Life plan. It was util- 
ized by the Western States Life when 
the company was first organized about 
20 years ago. At that time H. J. Saun- 


ders, manager San Francisco office of 
the New York Life, joined the Western 
States 


Life as agency manager and 
(CONTINUED ON PAGE 21) 











Heads Merger 











J. ROY KRUSE 


J. Roy Kruse, who heads the new 
California State-Western States Life 
consolidation, started his insurance ca- 
reer with the New York Life in Kansas 
City as an office boy. He worked up 
through the cashier’s office and became 
an officer in the Great Western Life of 
Kansas when that company was organ- 
ized. In 1913 he went to Sacramento 
as assistant secretary of the new Cali- 
fornia State Life. He became secretary- 
treasurer of the company in 1915 and 
vice-president in 1919, assuming also 
the duties of agency manager and gen- 
eral manager. In 1925 he was elected 
president. 








McQuarrie Asks Convention 
to Issue More Rulings 


Issuance by the National Convention 
of Insurance Commissioners of more 
rulings on important subjects was advo- 
cated by Commissioner J. G. McQuarrie 
of Utah before the convention in ses- 
sion in Chicago. Mr. McQuarrie de- 
clared that there should be greater uni- 
formity in the rulings of insurance de- 
partments and this he declared to be 
impossible with each commissioner pro- 
mulgating his own orders without con- 
sultation with his colleagues. Further- 
more, he pointed out the ruling of one 
department is likely to be ineffective. 

In six years, Mr. McQuarrie pointed 
out that the National convention has 
passed only one ruling. That was in 
connection with the disability clause of 
life insurance contracts. Through this 
ruling commissioners were able to get 
a pretty generally standardized dis- 
ability clause. The success of the con- 
vention in that undertaking should 
prompt it to take similar action in other 
problems, according to Mr. McQuarrie. 

The Utah commissioner commented 


on the difficulty of getting insurance 
laws through the various legisla- 
tures because of the ignorance on 


part of legislators of insurance subjects. 
Because of this fact, it has become ne- 
cessary for insurance departments to 
assume much legislative power. This 
power, however, is not great when as- 
sumed individually, but it has tremen- 
dous potentialities if exercised jointly by 
the convention, he said. 


Kansas Agent Agent Is Leader 


Leader of the Bankers Life of Iowa 
field force to June 1, 1931, was C. 
Dierking, Kansas member ‘of the Lin- 
coln, Neb., agency. Mr. Dierking held 
his leadership with $233,000, written in 
sensational manner in a comparatively 
short time. Second to Mr. Dierking was 
J. H. Rowe, a Chicago salesman, with 
$205,001. 





Hobbs Is Ordered to Renew 


Federal Reserve’s License 





MUST REGISTER POLICIES 





Controversy Comes to a Head Before 
Federal Judge—Charge Commis- 
sioner Exceeded Powers 





TOPEKA, KAN.,, June 18.—The Fed- 
eral Reserve Life took the offensive last 
week in its long drawn out litigation 
and controversy with the Kansas insur- 
ance department. A mandatory order 
was secured in the United States district 
court directing Commissioner Hobbs to 
renew the license and register the poli- 
cies of the Federal Reserve Life and the 
Farmers National Life, which was taken 
over by the Federal Reserve two years 
ago. Charges were made at the hearing 
before Judge Pollock, who issued the 
order, that Commissioner Hobbs had 
gone beyond his powers as a public offi- 
cial to gain control of the board of di- 
rectors of the Federal Reserve Life by 
J. H. Brady, Farmers National Life at- 
torney. B. F. Bushman, president Fed- 
eral Reserve, reiterated the same charges 
and told of a trust agreement which 
Mr. Hobbs demanded he sign with a 
threat that if he did not he would suffer 
the consequences. 

The dispute grew out of Mr. Hobbs’ 
refusal to renew the licenses of the Fed- 
eral Reserve and Farmers National Life 
on the ground that the securities depos- 
ited with the Indiana insurance depart- 
ment, where the Farmers National was 
originally licensed, were not legal re- 
serve in Kansas. 

When he did Joseph H. Brady, attor- 
ney for Mr. Bushman said, “That is the 
first agreement of that kind we have 
ever obtained from the state official.” 

One of the interesting things brought 
out at the hearing was when Judge Pol- 
lock asserted that there had been too 
much litigation over the company’s af- 
fairs and asked why it did not move its 
headquarters to some other state. At- 
torney Brady said he had asked permis- 
sion to move, but that no agreement had 
been reached with the insurance depart- 
ment. Judge Pollock asked Commis- 
sioner Hobbs if he would permit the 
company to move and the commissioner 
replied in the affirmative. 


Submits Photostat of Agreement 


During the testimony regarding the 
charges against Commissioner Hobbs, 
Mr. Bushman produced a_photostatic 
copy of the agreement which the com- 
missioner had asked him to sign. The 
agreement proposed to name a trustee 
for the company and choose a board of 
directors for a five year term. When 
Judge John G. Egan, attorney for the 
commissioner, reached that point on the 
examination Judge Pollock bent for- 
ward and said to Mr. Hobbs. 

“I suppose you will concede that this 
is a most remarkable document?” 

“It was prepared by the examiners,” 
the witness replied. 

“But you signed it,” the court con- 
tinued. “Did you read it?” 

“I do not remember.” 

“I am asking you as a business man 
if it is not a most remarkable docu- 
ment?” 

“It may be.” 

The judge repeated the question and 
Mr. Hobbs did not make any immediate 
reply. 

Mr. Hobbs said his examiners had 
prepared the agreement. The commis- 
sioner denied he had threatened Mr. 
Bushman, asserting that the proposed 
control of the directorate -with the Fed- 
eral Reserve was advised by his depu- 
ties in order that the company could 
avoid receivership and erase some bad 
loans made prior to the time the com- 
pany’s trouble started in 1928. 

Another charge made by officials of 
the Federal Reserve against the com- 
missioner was that his assistants had 





| State Officials 
Meet in Chicago 





National Convention of Insurance 
Commissioners Saw Many 
New Faces 


NEXT RALLY IN PORTLAND 


Livingston of Michigan Made First 
Vice-President and Tarver 


of Texas Second 





The Chicago meeting of the National 
Convention of Insurance Commissioners 
attracted more state insurance officials 
than any meeting in recent years. There 
were 38 commissioners in attendance. 
Perhaps one of the reasons for the ex- 
ceptional turnout was the large number 
of new commissioners, who desired to 
get acquainted with their colleagues and 
learn the machinery of the National 
convention. There were 11 new com- 
missioners on hand. 

The executive committee went into 
session Tuesday morning and selected 
C. D. Livingston of Michigan as first 
vice-president; W. A. Tarver, Texas, 
second vice-president; Dan C, Boney, 
North Carolina, chairman of the exec- 
utive committee, and the following as 
members of the executive committee: 
R. C, Clark, Vermont; H. W. Hanson, 
Illinois; S. A. Olsness, North Dakota. 

Portland, Ore., was selected as the 
place for the annual convention, which 
will be held Sept. 14-17 inclusive. Com- 
missioner Averill of Oregon, who was 
five years president of the Portland 
chamber of commerce, declares that the 
commissioners will be splendidly enter- 
tained by the chamber of commerce. He 
said that sight seeing trips will un- 
doubtedly be arranged to Mt. Hood, 
along the Columbia river and to As- 
toria. 

General Session Monday 

The convention sessions opened Mon- 
day morning with a general meeting, 
which was addressed by W. B. Joyce, 
chairman of the National Surety; C. S. 
S. Miller, president of the Insurance 
Advertising Conference; Commissioner 
McQuarrie of Utah and W. F. Roeber, 
general manager National Council on 
Compensation Insurance. The meeting 
was in charge of President Read, Okla- 
homa commissioner, who had his first 
experience in the chair. He presided 
gracefully and conducted the meeting 
with a light touch. 

The executive committee met Tues- 
day morning and again at lunch, The 
committee on examinations held a ses- 
sion at which the sentiment seemed to 
be that some reform in examination pro- 
cedure was desirable. One suggestion 

(CONTINUED ON PAGE 11) 





given information and counseled with 
the stockholders who had filed the suits 
against the Federal Reserve recently 
lost by them in the United States su- 
preme court. Mr. Hobbs was ques- 
tioned about this by James A. Reed, 
former senator from Missouri who was 
searching and sarcastic in his handling 
of the witness. The commissioner 
denied this. 

At no time during the present hearing 
was the solvency or the operation of the 
Federal Reserve questioned. In making 
the mandatory order, Judge Pollock 
criticized the various actions that have 
been brought against the Federal Re- 
serve and advised the company to move 
to another state. The judge indicated 
that he would consider the charges made 
at the hearing more fully in the fall. 
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COORDINATION 


Though located at widely separated 
places throughout the country Shield 
Men are coordinated with the activ- 
ity of the entire field force. Thus, a 
compact unit with common interest 
work toward the same goal. 


The radio station WSM whose daily 
broadcasts are heard and enjoyed 
by millions does much to coordinate 
the activity and interests of Shield 
Men. 


Each Wednesday night at eleven 
o'clock Central Standard Time the 
Shield Men orchestra dedicates a 
program to the entire field force of 
the National Life and Accident. 
Shield Men know their company is al- 
ways backing them. 


It pays to be a Shield Man. 
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Decisive Victory Won By 
Life Companies in Alabama 





SUPREME COURT DECISION 





Foreign Corporations May Deduct 
Funds Invested in State From 
Franchise Tax Assessment 





MONTGOMERY, ALA,, June 18.— 
Foreign corporations, principally large 
lite insurance companies, lending vast 


sums of money on Alabama real estate, 
won a decisive victory here late last week 
when the Alabama supreme court, with- 
out a dissenting vote, held valid Section 
54 of the revenue act of 1927 which 
permits foreign corporations to deduct 
from their franchise tax assessments the 
funds invested in Alabama realty mort- 
gages on which the recording privilege 
tax has been paid. The state of Ala- 
bama, through the attorney-general, had 
insisted that the deduction was violative 
of Section 232 of the state constitution, 
and Judge W. Jones of the Mont- 
gomery circuit court had held with the 
state. The supreme tribunal, however, 
reversed and rendered the lower court's 
decision in that respect, making it cer- 
tain now that the threatened withdrawal 
of $750,000,000 credits in Alabama by 
the life companies will not materialize 
as the companies henceforth will op- 
erate unhampered in this state. 


Test Case Against Penn Mutual 


The decision was rendered in the test 
case of the Penn Mutual Life against 
the state, which was instituted with the 
approval of Governor B. M. Miller to 
determine as fast as possible the legal 
status of the problem involving huge 
sums of money. The proceedings were 
initiated by the state tax commission 
levying a 1931 assessment against the 
Penn Mutual for approximately $10,000 
in taxes, the tax being $2 on each $1,000 
of capital employed in Alabama. The 
Penn Mutual appealed to the circuit 
court of Montgomery and from there 
the case was carried to the supreme 
court. 

Premium Loans Exempted 


The sweeping decision not only up- 
holds Section 54 of the revenue act, 
but also declares funds invested by the 
Penn Mutual in Alabama bonds as well 
as premium notes and loans made on 
insurance policies are not capital em- 
ployed and, therefore, not subject to the 
franchise tax. In all these phases, Cir- 
cuit Judge Jones was upheld. 

The decision leaves standing only one 
of the several items of assessment levied 
against the Penn Mutual, that being 
$1,500 on tangible property employed in 
the company’s office in Alabama. That 
this is capital employed was not con- 
tested in the case. 

Section 232 of the state constitution 
provides that the legislature shall levy 
a franchise tax on foreign corporations 
based on the amount of capital actually 
employed in Alabama. 

“This provision of the constitution 
provides for a franchise tax from for- 
the opinion 


eign corporations,” says 
written by Chief Justice Anderson, “but 
restricts or limits the same to the 


amount of capital actually employed in 
the state. 
Eliminates Double Tax 


“Section 232 does not restrict or di- 
rect the method to be pursued in the 
fixation or ascertainment of the capital 
employed and therefore leaves it with 
the legislature to determine, and its dis- 
cretion in so doing is not forbidden by 
this or any other constitutional pro- 
vision, unless the method adopted or 
prescribed will operate as an arbitrary 
discrimination. The allowance for the 
deduction for money loaned on recorded 
mortgages and upon which a tax has 
been paid, is not only no arbitrary dis- 
crimination, but is, in a sense, equitable 
in not collecting a double franchise tax 








Ten-Year Man 














OTTO VETH 


Otto Veth of the White & Odell 
agency of the Northwestern National 
Life at Minneapolis has just completed 
ten years’ continuous work in getting at 
least one application every week during 
this period. He is a consistent producer. 








on the same capital. The allowance is 
to all within the class dealt with in Sec- 
tion 232 of the constitution and applies 
to any foreign corporation which has 
loaned money secured by recorded mort- 
gages. It is not, strictly speaking, an 
exemption clause, but the fixation of a 
reasonable ‘method of ascertaining the 
amount of capital employed for the pur- 
pose of fixing the franchise tax. More- 
over, the legislature has in other in- 
stances relieved the taxation of mort- 
gages as solvent credits when they have 
been recorded and the registration tax 
has been paid.” 


Lamar Life Club Convention 


Convention sessions of the Lamar 
Life All-Star Club will be held aboard 
the steamship Atenas between New Or- 
leans and Havana, and in the Plaza Ho- 
tel, Havana. The party will sail from 
New Orleans Aug. 5. Six days will be 
spent in Cuba, with an overland trip to 
Matanzas scheduled. President C. W. 
Welty will have charge of the party. 


Anderson’s Candidacy 
Being Actively Pushed 


CINCINNATI, June 18—A commit- 
tee of the Cincinnati Life Underwriters 
Association is starting to work actively 
in the campaign to make C. Vivian An- 
derson of the Provident Mutual Life the 
next president of the National associa- 
tion at the Pittsburgh convention. Those 
who know Mr. Anderson assert he 
would make a very good president. He 
is a graduate of the Miami University 
in the class of 1913 and entered the life 
business with the Provident Mutual late 
in the same year. He is now a member 
of the board of trustees of the univer- 
sity. He has served as treasurer, vice- 
president and president of the Cincin- 
nati association. He is also a member 
of the advisory committee of the Amer- 
ican College of Life Underwriters. He 
was elected president of the Ohio State 
Life Underwriters Association in 1930. 
He is a member of the million dollar 
round table of the National association. 
Mr. Anderson has given much attention 
to tax subjects and is chairman of the 
tax committée of the Cincinnati Cham- 
ber of Commerce and a member of the 
tax committee of the Ohio Chamber ot 
Commerce, as well as chairman of the 
sub-committee on insurance taxation ol 
Governor Cooper’s tax commission. He 
is now second vice-president of the Na- 
tional association and is president of the 
Cincinnati Life Underwriters Estate & 
Trust Club. 
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Production Is Off 
10 Percent in May 
Presidents Report 




















NEW YORK, June 18.—Life insur- 
ance production for May was 10.7 per- 
cent below May, 1930, and the vroduc- 
tion for the first five months is 12.3 per- 
cent below that for the first five months 
of 1930, according to figures compiled 
by the Association of Life Insurance 
Presidents. Industrial made the best 
showing, being 2.7 percent ahead of 
May last year. Ordinary was off 13.4 
percent for the month and group was 
down 21.3 percent. 

For May, the total new business of 
all classes written by the 44 member 
companies was $980,658,000 against $1,- 
097,740,000 in May, 1930. New ordi- 
nary insurance amounted to $672,519,000 
against $776,394,000, industrial $236,294,- 
000 against $230,083,000, and group $71,- 
845,000 against $91,263,000. 

For the five-month period, the total 
new business was $4,833,797,000 this 


year against $5,512,771,000 last year. 
New ordinary insurance amounted to 


$3,277,908,000 against $3,944,050,000, a 
decrease of 16.9 percent. Industrial in- 
surance amounted to $1,141,106,000 
against $1,166,467,000, a decrease of 2.2 
percent. Group insurance amounted to 
$414,783,000 against $402,254,000, an in- 
crease of 3.1 percent. . 

The new paid-for business written 
during each of the first five months of 
1930 and 1931 and percentage increases 
or decreases are shown in the following 
table: 

















1931 

Over 

1930 

1930 1931 Pet. 

Ordinary Insurance 
Jan. $ 712,855,000 $ 595,652,000 —16.4 
Feb. 730,735,000 599,462,000 —18.0 
March 884,535,000 719,746,000 —18. 6 
April 839,531,000 690,529,000 —17.7 
May 776,394,000 672,519,000 —13.4 
$3,944,050,000 $3,277,908,000 —16.9 
Industrial Insurance 
Jan. $ 218,027,000 $ 214,320,000 =——1.7 
Feb. 212,813,000 208,888,000 —1.8 
March 264,415,000 246,663,000 —£.7 
April 241,129,000 234,941,000 —2.6 
May 230,083,000 236,294,000 2.7 
$1,166,467,000 $1,141,106,000 —2.2 
Group Insurance 
Jan. $ 64,313,000 $ 78,363,000 21.8 
Feb. 59,930,000 103,587,000 72.8 
March 73,234,000 61,919,000 —15.5 
April 113,514,000 99,069,000 —12.7 
May 91,263,000 71,845,000 —21.3 
$ 402,254,000 $ 414,783,000 3.1 
Total Insurance 

Jan. $ 995,195,000 $ 888,335,000 —10.7 
Feb. 1,003,478,000 911,937,000 —9.1 
March '222°184. 000 1,028,328,000 —15.9 
April 1,194,174,000 1,024,539,000 —14.2 
May 1,097.740,000 980,658,000 —10.7 
$5,512,771,000 $4,833,797,000 —12.3 


Life Companies Back of 
Railroads for Higher Rates 


NEW YORK, June 18.—Officials of 
the life companies are generally behind 
the efforts of the railroads to rehabili- 
tate their earnings. At a gathering to 
be held soon they will decide whether to 
vigorously champion the appeal of the 
roads to the Interstate Commerce Com- 
mission to sanction the imposition of a 
flat 15 percent emergency increases in 
freight rates. The life companies hold 


railway bonds in excess of $3,000,000,- 
000. 


Predict Immel Appointment 
MILWAU KEE, June 18.—The gen- 


eral impression prevails among insur- 
ance men in the state and also those 
closely allied with the administration 
that Adjutant General Immel! will be 
appointed insurance commissioner to 
succeed M. A. Freedy, whose term ex- 
Pires July 1. General Immel is held 
in high regard by his friends. 





LIFE INSU RANCE EDITION 


Sum Life neee Should Be 
Banished from the Temple 


NON-PRODUCER IS A MENACE 


Sparkling Address Is Made to Western 
& Southern Life Men by Presi- 
dent Williams 


The Ohio and Pennsylvania state con- 
vention of the Western & Southern Life 
was held at Cleveland last week. The 
chief speaker was President C. F. Wil- 
liams, who said: “The non-producer is 
a menace who should not be tolerated 
in any office. It is up to the producing 
agent to help the company in eliminating 
the zero agent, as no district or com- 
pany can exist by maintaining on its 
books men who use zeros instead of fig- 
ures when reporting their day’s work. 
The time has come when men must ‘say 
it with applications.” The non-producer, 
as a rule, discourages others and the 
industrial debit must not become a 
haven for men of his ilk.” 


Urged Straight Canvassing 


President William urged straight can- 
vassing as a means of producing busi- 
ness in substantial volume, because new 
homes are continually being built, peo- 
ple are moving from one place to an- 
other, children are becoming of age 
and going out into the business world. 
Best of all, straight canvassing and 
meeting the people face to face, in them- 
selves an education and teach the agent 
how to meet the various types of peo- 
ple who represent the believer and non- 
believer in life insurance. 


Should Read Trade Papers 


The president urged the men to read 
the insurance journals as they are 
edited and managed by practical men, 
who are continually striving to help the 
agents to produce more business. One 
idea gleaned from an insurance paper 
would pay for a subscription for life. 
The lawyer, the doctor and the man in 
other professions would almost be 
ostracized if he dared to admit to his 
fellowmen that he did not read the jour- 
nal or magazine pertaining to his pro- 
fession. A man must keep posted on 
what is going on in his business if he 
wants to be considered a modern life 
agent. 

President Williams announced that 
the company is ready to permit each 
field representative —agent, assistant 
superintendent and _ superintendent—to 
write his own salary or commission con- 
tract, as there can be no limit placed on 
the ability of the go-getter. The presi- 
dent proved his point amid great en- 
thusiasm when he presented to Super- 
intendent C. Hilliard of the Barberton, 
)., district his pay for one week, which 
ran into surprisingly large figures. 


Those Who Spoke 


The toastmaster was J. D. Cassidy, 
leading superintendent of agencies. The 
other speakers aside from President 
Williams were: Superintendent C. Hil- 
liard, Barberton, O.; Superintendent P. 
Valentine, Warren, O.; Assistant Super- 
intendent W. Hein, Akron; Assistant 
Superintendent W. Haver, Barberton; 
Agent R. S. Wood, Barberton; Agent L. 
Herschl, Youngstown, O. The home 
office speakers were C. M. Biscay, ad- 
vertising manager; A. O. Payton, assist- 
ant secretary, and J. J. Doyle, manager 
of publications. A pleasant surprise was 
in store when the son of President Wil- 
liams, C. M. Williams, Jr., was formally 
introduced to the assemblage. 





Western & Southern Meeting 


Over 300 representatives of the West- 
ern & Southern Life attended the annual 
Cleveland convention June 11-13. Dele- 
gates were present from Akron, Ashta- 
bula, Barberton, Canton, Lorain, Mans- 
field, Warren, Youngstown and Erie, Pa. 
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Nylic Agents paid for $900,897 ,700 of new insur- 
ance in 1930. Of this total 97.1 per cent was 
on Life and Endowment forms; only 2.9 per 
cent was Term insurance. These ratios, par- 
ticularly in the present economic situation, 
demonstrate that Nylic Agents are success- 
fully trained to sell the more substantial 
forms of insurance. 
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A Great 
Mid-Western 
Institution 


Dedicated to unsurpassed 
service in everything per- 
taining to the business 
of Life Insurance 


OFFERS 

Policies for men, women and 
children. 

Modern plans, options and pro- 
visions. 

Policyholders’ Savings Depart- 
ment. 

Unsurpassed service on claims. 


Great financial strength and 
stability. 


RADIO STATION KFBI 
1050 KILOCYCLES 


The Farmers & Bankers 
Life Insurance Company 


WICHITA, KANSAS 


‘*Policies That Protect’’ 




















Miller Asks Sonntuienes 
to Stop Pirating of Names 





SUBMITS BRIEF IN CHICAGO 





Head of Insurance Advertising Confer- 
ence Says Practice Is Against 
Public Interest 





Denouncing the practice of certain in- 
dividuals and groups that have “pirated” 
the names of long-established compa- 
nies and used them for their own newly- 
formed organizations, C. §. S. Miller, 
president Insurance Advertising Confer- 
ence, appeared before the National Con- 
vention of Insurance Commissioners in 
Chicago, and urged that they prevent 
such abuse. 

Mr. Miller’s plea was favorably re- 
ceived by the committee on law and 
legislation to which it was presented and 
a resolution was adopted urging that 
the individual commissioners take active 
steps to prevent such “pirating.’ 

‘It is obvious,” Mr. Miller said, 
“that this procedure is unethical, im- 
moral and productive of well-calculated 
misunderstandings and abuses.” 

After calling attention of the com- 
missioners to the fact that they have 
proper authority, Mr. Miller urged that 
they exercise the utmost caution to 
prevent repetitions of such name theft. 

“You realize,” he said, “how com- 
pletely the public must rely upon your 
probity, intelligence, experience and 
wise counsel for their protection in the 
purchase of nearly 200 varieties of poli- 
cies. Insurance departments have avail- 
able annual publications containing the 
titles of all existing insurance compa- 
nies, and certainly the English language 
affords almost innumerable choices of 
titles for originators of new insurance 
organizations. 

“Nothing could be more obvious than 
the patent hopes, expectations and in- 
tentions of these proponents of new 
companies that the use of the same or 
similar company titles associated in the 
popular mind with established compa- 
nies will benefit and profit the imitators 
—wilful or ingenuous. Why permit it?” 

Mr. Miller cited a number of court 
records disclosing that “pirating” has 
been condemned by courts and ordered 
stopped. 

Associated with President Miller on 
the committee were Harold E. Taylor, 
C. E. Rickerd and Bart Leiper, repre- 
senting fire, life and casualty companies. 


Injunction Dissolved; Old 
Republic Merger Assured 


With stockholders of the Old Repub- 
lic Life of Chicago Monday voting ap- 
proval, merger of that company and the 
Bankers Credit Life of Birmingham un- 
der the title Old Republic Credit Life 
is now assured. Stockholders of the 
Bankers Credit Life took similar action 
a week ago. 

Superior Judge Lindsay of Cook 
county Thursday dissolved an injunc- 
tion which Fred Bailey had obtained to 
restrain the merger. Judge Lindsay was 
quick to take this action after Rufus 
Potts, attorney for the Old Republic, 
attacked the affidavit on which the re- 
straining order was obtained. Bailey 
was connected with the Old Republic. 
Officials of the Chicago company are 
preparing to take action to collect at- 
torney’s fees from Bailey. 

Under the merger Ben I. Rapport, 
president of the Bankers Credit, will be- 
come head of the Old Republic Credit 
Life while M. J. Spiegel, chairman of 
the Old Republic, will become chairman 
of the new company. 





Through typographical error it was 
stated in the last issue that the Mutual 
Trust Life business in May was $2,500,- 
000. This should have been $5,200,000. 
The best month theretofore in its his- 
tory was $5,000,000. 








Official Dead 




















JACOB H. GREEN 


Secretary J. H. Greene of the Con- 
necticut Mutual died June 16 at the 
Hartford Hospital following a major 
operation. He was born in 1868 and 
was the son of former President Greene. 
He had been secretary since 1915. 
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LEAGUE OF INSURANCE WOMEN 


An interesting new insurance organ- 
ization has been effected among the life 
insurance women of New York City in 
connection with the Home Making Cen- 
ter. Since organization, the Home Mak- 
ing Center has devoted considerable 
attention to insurance, as well as other 
problems of home life. An increasing 
number of insurance people have been 
interested in this work, especially insur- 
ance women of New York City and 
vicinity. 

This has led to the organization of 
the League of Insurance Women whose 
object is to get life insurance women to- 
gether in an educational movement 
among women generally, working 
largely through existing clubs. It is 
another outgrowth of the insurance work 
of the General Federation of Women’s 
Clubs started by Miss Alice Lakey, and 
now being carried on by Mrs. W. S. 
Pritchard in association with the Na- 
tional Association of Life Underwriters. 

The officers of the new club are Miss 
Alice Lakey, editor of “Insurance,” pres- 
ident; Miss E. Marie Little, Equitable 
Life, first vice-president; Miss Kathryn 
Ford, Mutual Life, second vice-presi- 
dent; Mrs. Teresa Speed of the Home 
Making Center, secretary-treasurer. 

* * * 


T. M. RIEHLE MADE GOOD 


The Equitable Life of New York 

“Agency Items” says: 

“When the economic adjustment pol- 
icy was announced on May 1, T. M. 
Riehle, associate manager of the J. M. 
Riehle Agency, New York, sat at a 
luncheon table with Vice-president W. 
W. Klingman and in the course of the 
meal expressed his enthusiasm for the 
new policy in these words: 

‘‘I can write a million dollars of busi- 
ness on that policy myself.’ 

“*T’ll take you up on that,’ said Vice- 
president Klingman. The result was a 
wager of a dinner on the outcome. 

“During May, Mr. Riehle wrote a 
total of $1,074,298 representing 46 cases, 
each on the economic adjustment plan. 
In this total the largest case was $175,- 
000 and the smallest was $2,500. Mr. 
Riehle wrote every application on the 
life of an old policyholder and no new 
prospects were solicited in connection 
with the development of this business.” 
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Questions about 


Rates—dividends—net costs 
cash values — illustrations — policy points 
annual statements—company practises, etc. 


? ? of American Life Insurance Companies ? ? 
e & £ es 


When you need to know a rate, a dividend, a cash or 
surrender value, a certain point about a policy, or in fact 
practically anything about any policy of any American life 
insurance company, you can find it in the “Digest.” 

The Unique Manual-Digest really stands alone as the 
one life insurance reference book about All Companies. No- 
where else can the life insurance man find such a complete 
file of policy, rate, net cost, dividend, cash value and gen- 
eral information about life insurance companies as in the 
new 1931 edition, recently issued. Other books would give 
you some of this information, but the “Digest” shows all 
companies in all departments of information. 

Three hundred and twenty-six (326) legal reserve com- 
panies are shown in the Annual Statement section, cover- 
ing some 60 items about each company. Following this 
section, there are 1261 pages of policy analyses, rates, divi- 
dends, values, net cost figures and illustrations and a list of 
all policies written by each company, (including the most 
unusual forms) with sample rates for each. Annuity rates 
are also shown. 

The “General Information” section, includes in addition 
to officers, addresses, etc., such items as the states in which 
the company operates, leading policies written, dividend 
formulae, risks accepted, aviation and other practices, busi- 
ness in force on different plans, etc. Well over 400 com- 
panies, including even those just being organized are in- 
cluded in this section. 

“Company Changes,” is a section showing all com- 
panies which have changed their name, merged or been 
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Here’s your answer 


If you have not already arranged for your personal copy of the 
new 1931 Unique Manual-Digest, take advantage of our ten day free 
inspection offer. Mail the coupon now. The new 1931 “Digest” will be 
sent to you immediately. 


It will not cost you a cent to have this book for ten days. If kept, 
we will bill you at your company’s club rate, which brings down the price 
somewhat under the regular single copy price of $4.00. 


Get the New 1931 “Digest — 


for Ten Days’ Free Inspection 


: 


reinsured since 1909. This information is very helpful in 
settling claims, as old policies often forgotten, frequently 
turn up. : 


Would the “Digest” help you? 


The present day successful life underwriter seldom has 
a case in direct competition, because he prepares himself 
in advance. Among other things, he usually has available 
for constant reference, all the necessary facts and figures 
about all life companies and their policies from which he 
can, whenever necessary, find an intelligent and effective 
answer to practically any point in question. It is really a 
great satisfaction to know that whatever company or what- 
ever policy you may suddenly come upon, you may turn 
to the “Digest” and find what you need to know. 

Thousands of agents depend upon the Unique Manual- 
Digest for this purpose. Many tell us that from informa- 
tion found in the “Digest” they have been able to make up 
a complete program of a prospect’s present insurance even 
without getting his policies. 


Does the “Digest” show too much? 


Perhaps if you would consider the great mass of in- 
formation shown in this book, you might say that it is 
almost too detailed or too thorough, or that it includes 
much that you seldom need. But it is this very quality of 
the “Digest” that is your assurance that it will give you 
what you need when you need it. 


MAIL THIS TEN DAY FREE EXAMINATION COUPON 
NOW! 


poo -------------------------- 


To The National Underwriter, 420 E. Fourth Street, 
Cincinnati, Ohio 


Also send your free catalogue of sales helps (Check——) 


! Send me on ten days approval, 

I , = 

| —cop—of the new 1931 Unique Manual-Digest 

\ (not over $4.00) 
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| days after receipt _ 
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THE NATIONAL 


UNDE RW RITER 





N New York, London, Paris, Berlin and 

other great medical centers of the world, 
physicians and scientists are at work night 
and day trying to find the cause, preven- 
tion and cure of cancer. 
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J HEN the hoped-for, worked-for, and 
prayed-for discovery is really made the 
whole world will be told of it by front-page 
headlines in newspapers, radio broadcasting 
and magazines. 
Meanwhile science is making steady progress 
in fighting the disease which kills more peo- 
ple, past 40, in the United States than any 
other disease but one—heart disease. 
As in many other wars against disease, the 
great weapon at present is education— 
spreading the knowledge—that cancer in its 
early stages can often be destroyed by radium 
and x-rays or removed by surgery. But there 
is no accepted proof that any drug, serum or 
local application can cure it. 
Cancer itself is neither hereditary nor con- 
tagious. Its early development is usually 
painless. 
But while cancer prowls, like a thief in the 
night, attacking and robbing the unwary, 
alert defense against it is saving thousands 
of lives. Complete health examinations, 
made in time to locate the presence of the 
enemy, are the best defense against cancer. 








Be suspicious of all abnormal lumps, strange 
growths, swellings, sores that refuse to heal, 
or unusual discharges from any part of the 
body. Look out for moles, old scars, birth- 
marks or warts that change in appearance. 
If you have jagged or broken teeth have them 
smoothed off or removed. Continued irrita- 
tion of the tongue or any other part of the 
body is often the beginning of cancer trouble. 


Quacks and charlatans, who claim to have 
discovered secret cancer “cures,” prey upon 
the ignorance of their victims—and they lose 
precious time when every hour is of utmost 
value in preventing the growth of the disease. 
Modern science appeals to intelligence. Many 
untimely deaths can be prevented by getting 
rid of cancerous growths. Especially is this 
true while they are local and confined to a 
small area. 

Send for the Metropolitan’s booklet, “ A Mes- 
sage of Hope.” Ask for Booklet 6-NU-31, 


which will be mailed free. 


METROPOLITAN LIFE INSURANCE COMPANY 


Freperick H. Ecker, Prestpent One Mapison Ave., New York, N.Y. 


© 1931 M. L. I. CO. 





Has Written “App” a a Week 
Regularly for Ten Years 





VETH’S REMARKABLE RECORD 





Minneapolis Agent for the Northwestern | 
National Life Proves Himself a 
Consistent Producer 





W riting at least one application every 
week for ten years is the record estab- 
lished by O. W. Veth, Minneapolis, who 
on June 11 completed his 520th consecu- 
tive week of production for the White & 
Odell agency, Minnesota state agent for 
the Northwestern National Life. 

As a reward for his achievement Mr. 
Veth was given a cash prize of $100 
and a three-piece silver service set. O. 
J. Arnold, president Northwestern Na- 
tional, made the presentation at a White | 
& Odell agency meeting. In reaching | 
his goal, Mr. Veth found the practice of | 


| the number of prospects,” 


June 19, 1931 


| getting at least one application a week 


an asset rather than a liability. 

“It gives one an objective which actu- 
ally fights procrastinations and increases 
he said. “It 
enhances one’s prestige among old pol- 
icyholders, who take an interest in your 
record.” 

Mr. Veth’s record actually extends 


| farther back than ten years, for that 
| only represents the period during which 


Northwestern National's app-a-week 
club has been in existence. Prior to 
that, Mr. Veth was a leading member 
of the app-a-week club of the White & 
Odell agency, with which he has been 
associated since 1916. He now stands 
at the head of a list of more than 70 
agents who have completed 13 or more 
weeks of consistent weekly production, 
which qualifies them for membership in 
the app-a-week club. 

Although the rules of the company 
have allowed an agent to have two 
weeks vacation without dropping him 
from membership, Mr. Veth has always 
written at least one application every 
week, even during vacations. 
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Takes Over Farmers’ Life) 





Pacific States Life Has Reinsured All 
the Business of the Denver 
Company 





The Pacific States Life of Hollywood, 
Cal., has taken over the Farmers Life 
of Denver. President W. L. Vernon of 
the Pacific States has been in Denver 
and completed arrangements for the deal. 
This is the eighth company taken over 
by the Pacific States since it located in 
Hollywood four years ago. It was for- 
merly domiciled in Denver. The Farmers 
Life had assets $3,466,170, capital $100,- 
000, net surplus $68,748, insurance in 
force $16,000,000. B. M. Stackhouse is 
the president. It is licensed in Colorado 
and Nebraska. It started in business in 
1913. 

Pacific States’ Statement 


The Pacific States has assets $3,541,- 
998, capital $250,000, net surplus $108,- 
056, insurance in force $30,034,150. It 
started business in November, 1920, as 
the Mountain States Life. The present 
title was adopted in July of last year. 
It has taken over the Phoenix National 
Life of Phoenix, Ariz., Fidelity Reserve 
Life of North Platte, Neb., Liberty Na- 
tional Life of Cape Girardeau, Mo., 
Western Casualty of Denver, Sierra Ne- 
vada Life & Casualty, Union National 
Life of Kansas City, Lewis & Clarke 
Life of Great Falls, Mont., Sterling 
Life, Health & Accident of Los Angeles 
and Elkhorn Life & Accident of Norfolk, 
Neb. It is licensed in a number of 
states, reaching as far east as New 
Jersey and as far north as North Da- 
kota. It has diversified investments 
which yield a good return. President 
Vernon has had some 19 years’ experi- 
ence in life insurance. He organized 
the company. The Pacific States writes 
accident and health in addition to life 
insurance. The acquisition of the Farm- 
ers Life will add to the momentum of 
the Pacific States. 





Examination Report Made 
on the American Bankers 





The Illinois department has issued its 
report on examination of the American 
Bankers of Chicago. The report states 
that it is the company’s practice to set- 
tle all just claims promptly and in ac- 
cordance with policy provisions. It de- 
clares that it has been liberal in the 
interpretation of its disability clause 
and the adjustment of claims. The ex- 
aminers further say: 

“The management of the company is 





in the hands of experienced persons who 


are energetic and persistent in the per- 
formance of their duties. Serious prob- 
lems have arisen in the problems of so 
diversified a business, and the home 
office staff has devoted itself eagerly to 
their solution. The company is now 
operating in 20 states and in the Dis- 
trict of Columbia. The books and rec- 
ords are carefully and accurately kept 
and their system of budgetary control 
is producing excellent results. F. H. 
Rowe is continuing in the active man- 
agement of the company. 


Woodmen Circle on Carpet 


Officers of the supreme forest of the 
Woodmen Circle, a woman’s organiza- 
tion affiliated with the Woodmen of the 
World, with headquarters at Omaha, 
were summoned to appear before Com- 
missioner Herdman of Nebraska to an- 
swer criticisms made by examiners of 
another state as to their investments. 
Present at the conference were Commis- 
sioner Tarver of Texas and representa- 
tives of the Missouri and Kentucky de- 
partments. 

It was charged that of the $23,000,000 
of securities owned by the order $9,000,- 
000 are in Florida municipal bonds, 
on some of which interest has defaulted. 
Officers of the circle said that not more 
than $100,000 of bonds was involved in 
the defaults, and that the loss would be 
small, if any. 


Metropolitan Life Is Ahead 


Superintendent of Agencies G. J. 
North of the Metropolitan Life was the 
host to dinner to the Cincinnati staff, at 
which he stated that the company is 
$80,000,000 ahead of the 1930 new busi- 
ness quota of his state. He cited factors 
which indicated a definite upward trend 
in life insurance. He said that there are 
150,000 Metropolitan Life policyholders 
in the Cincinnati district. Manager A. 
F. Sommer of Cincinnati gave a talk. 





New Penn Mutual Trustee 


President Law of the Penn Mutual 
announces the election of W. W. Bodine 
as a trustee. He is vice-president of 
the United Gas Improvement Company, 
director of American Superpower and 
of the First National Bank, Pennsyl- 
vania Fire and Western Saving Fund 
Society, Philadelphia. 





Continental, D. C., Examined 


An examination of the Continental 
Life of Washington, D. C. is being con- 
ducted by examiners of the District of 
Columbia, Virginia and North Carolina 
departments. The company is a Vir- 
ginia corporation. E. B. Combs, chief 
examiner for the Virginia department, 
is representing that state. 
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BUSINESS IN STATE OF FLUX 








(CONTINUED FROM PAGE 1) 


new ones recently examined and sound 
medically. 

The obvious answer would appear to 
be to seek new business at any reason- 
able cost, and it goes without saying 
that all companies are trying to do just 
that. But agency executives are recog- 
nizing that high pressure methods in 
home offices are reflected by high pres- 
sure methods in the field with produc- 
tion of “hot” business with its inevit- 
able high cost and high lapse-rate. 
Grade of business is being stressed as 
never before. It requires high grade 
agents to get high grade applicants and 
the home office agency plants are being 
measured by a new set of standards. 
Not only those who are in charge of 
production, but the tops themselves, 
must answer for agency officials as well 
as management in general. 

There have been some significant 
changes in company executive staffs re- 
cently. A straight tip from the east is 
that many, many companies are reor- 
ganizing their staffs. Officials who are 
not highly efficient, amenable to the en- 
forced economy programs of the present, 
or are temperamentally unsuited for the 
changed character of the business this 
year have good cause to fear for their 
jobs. This is the word that comes from 
many observers. 


Companies Demand More 


The same thing is true of general 
agents, managers, supervisors and 
agents in the field. One official who 
has had his eyes open wide and his ear 
to the ground, states succinctly that “all 
companies are tough on personnel this 
year.” 

This is not a year in which there will 
be much chance to show an investment 
gain. Therefore the obligation to make 
a good statement for 1931 rests chiefly 
on caliber of management. 

Another clear cut attitude of the pres- 
ent is stiffening of selection. ‘“Under- 
writers are perfectly well aware that it 
is the old business on the books that is 
causing this increase in mortality,” one 
observer says, “and the increase is not 
the fault of new business. Nevertheless 
something must be done about it, and 
so the general policy now is to tighten 
selection.” 

Another manifestation of this effort to 
effect economies, it is said, is the report 
that quite a number of mutuals are cut- 
ting dividends, or soon will. Several, 
however, already have announced con- 
tinuance of the old scale. 


Policy of Sitting Tight 


In the last two years or more there 
has been considerable competition in the 
matter of new policy forms and liberal- 
ized policies, but underwriters are sit- 
ting tight now. It appears there will 
be no more liberalizations for some time. 
Low cost, long period term policies with 





a variety of benefits have been brought | 


out by many companies in the imme- 


diate past, and now officials are hoping | 


fervently that there will be only a mod- 
erate amount of these sold for often- 
times they involve a deficiency reserve, 
and that is but another name for de- 
creased surplus. 

So far as disability income is con- 
cerned, it is undoubtedly the most im- 
portant matter for decision. The prob- 
lem of making profitable investments is 
difficult now, and chock full of uncer- 
tainties. Offices will accomplish some 
economies in operation. But unless some 
decisive action is taken, disability un- 
doubtedly will continue to wipe out 
much of the profits that accumulate else- 
where. 


Three Courses of Action 


Opinions as to what to do with dis- | 


ability are taking three clearly defined 
directions: 

1. A substantial contingent earnestly 
counsels eliminating monthly income 
and returning to the waiver of premium 


only, which involves a great deal less 
money. 

2. A small but insistent minority holds 
the view that not sufficient time has 
elapsed since the rate and forms change 
to draw adequate experience on the 120- 
day clause; that most of the experience 
of the last year has been on the 90- 
day clause, and that disability income 
should be left alone for a while. 

3. By far the majority are firmly con- 
vinced that not only must rates be in- 
creased but coverage must be restricted. 

Oddly enough, there is a strong feel- 
ing gaining ground that the real solu- 
tion is not higher rates but less cover- 
age or greater resistance in selecting 
applicants. 

Propose Radical Change 


One proposal held by many under- 
writers and which has a sound basis of 
common sense and good insurance be- 
hind it, is that the coverage should cease 
with the end of the applicant’s income- 
earning or business life. This group 
argues that disability income is cover- 
age only on earning power and that to 
continue the income after earning power 





has declined or ceased is to give noth- 
ing more nor less than a pension. 

This is completely opposed to the ba- 
sis on which disability has been sold and 
written by most life companies, most of 
which have paid little attention to the 
actual earned income of applicants, or 
even to any separate accident and health 
insurance carried. However, it is strictly 
in line with the policy of the Mutual 
Benefit, whose clause embodying this 
principle suffered many vicissitudes in 
official circles. 

Officials who incline to an age limi- 
tation affecting payment of disability in- 
come vary between ages 60 and 65 for 
this maximum, with, however, a plain 
majority in favor of age 60. The effect 
of this limitation would be to stop dis- 
ability income payments to a disabled 
policyholder arbitrarily at age 60, on 
the assumption that he is not productive 
after that age and therefore should not 
be indemnified. This is perhaps an ex- 
treme reaction for which they may be 
pardoned in view of the extreme losses 
they have had to suffer under the more 
open-handed policy. They emphasize, 
however, that under present conditions 
the protection continues after the thing 
protected has ceased to exist. 

A second line of thought is that dis- 
ability indemnities should be decreased 
from total to partial, (from 100 percent 








| 


to 50 percent) after one year of dis- 
ability, unless the recipient of the in- 
come is house-confined or institution- 
confined. The object, they explain, is 
to get rid of 50 percent of the claim 
if a person is “too sick to work but not 
too sick to play golf or take a trip 
around the world.” 

A third proposal is to modify the 
earnings pro-rate clause so it will pre- 
vent applicants from overinsuring. The 
clause advocated provides for limitation 
of total indemnity, all companies, to 
whatever proportion of the earned in- 
come (two year average) it appears wise 
to stipulate. As the clause is now, it 
gives no protection unless the policy- 
holder accumulates beyond 100 percent 
of his earnings. 

Rate Increases Dangerous 


In other words, if the underwriting 
under the proposed pro-rate clause were 
done on a 60 percent of income basis, 
then the contract could be drawn so 
that total indemnities in all companies 
are restricted to the same 60 percent 
basis. 

As for increased rates, there is little 
argument about the need for more 
money to pay for the heavy losses that 
have come and are yet to come. But 
increased rates mean increased potency 
of adverse selection. 

As rates become 


higher there is an 
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A COMPANY OF OPPORTUNITY 





The Essential Factors in the 
Home Life Agency Program 


FIRST: Sales activity shall, to the largest possible extent, be 
carried on in the General Agency. @ This grows out of our belief that 
the General Agent can formulate and execute his own sales plans better 
than the Company. By eliminating elaborate Home Office activities, we 
are able to give more to the General Agent, such as: 

Full vested renewals with no penalties or deductions in case of termi- 

nation for any cause. 


Liberal and flexible expense allowance which automatically and con- 
tinuously provides funds for new agency development. 


SECOND: Clerical and routine activities shall, to the larg- 
est possible extent, be carried on by the Company and not in the General 
Agency. @ This arises from our belief that the Company can perform 
these functions better and at less cost. @ A part of this plan is central- 
ized collection agencies in New York, Chicago and Philadelphia, reliev- 
ing the General Agents of this onerous and expensive problem. @ Asa 
result, our General Agents have: 


Time to devote themselves wholeheartedly to the job of agency 


Money, under our expense arrangement, to vigorously carry forward 
agency development. 
A contract to offer Soliciting Agents which, like the General Agent's 
contract, is free from penalties and restrictions. 
An opportunity to offer to those of their Soliciting Agents who are 
ambitious to become General Agents, a chance to establish their own 
agencies sooner and on more favorable terms than was possible under 
the old method. 


ETHELBERT IDE LOW, 
Chairman of the Board. 


JAMES A. FULTON, 
President. 


HOME LIFE INSURANCE COMPANY 


CITY HALL SQUARE - 
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Stifle That Dawn! 


This is just a reminder. 


Summer is here and ambi- 


tion in many instances 
slumps more sharply than 
a worthless stock. That’s 
human nature. Heat and 
hard work are frequently 


found to be out of tune. 


But, remember this. While 
some salesmen are bask- 
ing in the cool and shady 
nooks, others will be out 
there trying and selling 
millions of dollars worth 
of business. 
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/ PRUDENTIAL 
’ Insurance Company of America 
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‘ EDWARD D. DUFFIELD, President 
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Home Office - Newark, New Jersey 














ASSETS GAIN NEARLY 
15 MILLIONS 


Total Admitted Assets, December 31, 1930: 
$148,905,570.40 


Total Admitted Assets, December 31, 1929: 
$133,931,890.94 


Gain, 1930 over 1929: 
$14,973,679.46 


Bankers Life Company 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 














increasing tendency for good risks to 
drop out because they consider the price 
too high for them to pay, while poor 
risks (of the bootlegger type for in- 
stance) pay without quibble because 


they know they will get their money’s 
worth no matter how high the price 
may be. 


It now appears highly probable that 
within a year, perhaps before 1931 ends, 
an actual change will be made, substi- 
tuting a six months’ clause for the pres- 
ent 120 days. Officials and underwriters 





are determined to make disability pay 
its way. Those opposed to this senti- 
ment which appears to be pretty well 
crystallized point out that six months 
will not cut out the “pensioners,” who 
may be counted on to hang on so long 


as there is any prospect of getting 
money out of the companies. On the 
other hand it might seriously cramp 


field men in selling disability and surely 
would cause the loss of many fine risks 
of the type which companies urgently 
need to make disability profitable. 








Company Upheld on Suit to Cancel 





The New Jersey court of errors and | 
appeals upholds the Prudential in its suit 
to cancel a policy issued to Martin | 
Connalon. It issued this policy Aug. 
6, 1928. William Connallon, a brother, 
was the beneficiary. The assured died 
June 23, 1929. The Prudential filed its | 
bill Aug. 2, 1929, to cancel the policy | 
on the ground that it had never taken | 
effect because at its date the insured | 
was not in sound health. It was de- 
clared the policy was obtained through 
frraudulent representations made by the | 
assured as to his condition of health | 
and freedom from certain diseases. It 
sought an injunction against the bene- 
ficiary from bringing suit and it asked 
for the surrender of the policy and can- 
cellation. A decree was entered in 
chancery dismissing the bill. The Pru- 
dential then appealed. 





Decision Was Reversed 


The higher court reversed the deci- 
sion and said in part: 

“The court below held that ‘the date 
of a policy does not necessarily deter- 
mine its “date of issue.” The incon- 
testability clause as written by the com- 
plainant apparently recognizes a distinc- 
tion because it is not stated to run from 
the date of the policy but from the date 
the policy was issued. The insurer and 
insured may agree that a policy shall 
issue, that is, become effective, as of an 
earlier date or later date than the day 
it is signed by its officers. Here the 
complainant agreed that upon payment 
of the first full premium, the insurance 
should take effect from a date earlier 
than the date given to the policy, namely, 
the date of application, provided the ap- 
plication was accepted. The premium 
was paid, the risk was accepted and the 
policy was delivered, and to ascertain 
the true date of issue the policy must 
be read with the application. Thus the 
complainant made the date of the ap- 
plication the point of time when the 
policy became effective and that is the 
date from which the year began dur- 
ing which the policy was contestable.’ 
With this conclusion as to the incon- 
testability clause we cannot agree. 


Policy Fixes Limitation 


“It may be that under certain circur- 
stances the date of a policy would not 
necessarily determine its date of issue. 
A policy might be dated and signed and 
not parted with by the company for a 
long time, raising a question in such a 
case as that whether the date and sign- 
ing of the policy or the date of its sub- 
sequent delivery should be regarded as 
its date of issue. But surely a policy is 
not effectively issued, is not legally sent 
forth, until it has been properly signed 
and executed by the proper officers of 
the company. In this case the signing 
and execution was done on Aug. 6, 1928, 
and the policy was not delivered to the 
beneficiary until after it was signed and 
executed. There is no evidence that the 
insurer and the insured agreed that this 
policy ‘should issue’ (if that were pos- 
sible) before the date it was signed by 
its officers. 


When Does Insurance Take Effect? 


“Tt is true that if the applicant be of 
sound health and he pays the full first 
premium, and his application be ap- 
proved at the heme office, the insurance 
takes effect from the date of applica- 





tion, but there is nothing in the language 


of the application which makes its date 
and the date of the issue of the policy 
the same. It is the policy, alone, and 
not the application, that specifically fixes 
the time limitation as to contest of the 
policy. It could have been declared in 
the policy that the time limitation of 
contest should run from any reasonable 
date fixed therein; and it was specifically 
declared therein that it (the policy) shall 
be incontestable after one year from its 
(the policy’s) date of issue, not one year 
after the making or date of the applic a- 
tion. 

“We hold that this policy did not issue 
until it was signed and executed by the 
proper officers; that it was signed and 
executed by such officers on Aug. 6, 
1928; that it was not issued or delivered 
to the insured or the beneficiary until 
after its signing and execution on that 
date, and that its date of issue under the 
incontestability provision of the policy is 
the date of issue as specified in the 
policy itself. Mutual Life Insurance 
Company of New York vs. Hurni Pack- 
ing _ 263 U. S. 167; 68 L. Ed. 
235 


International Life Report Filed 


Judge Conway Elder of St. Louis, 
special master in the receivership of the 
International Life, has filed his final re- 
port with the United States district 
court. While approving the report, the 
court directed him to continue as special 
master to handle any other claims that 
may be filed and also to act on three 
claims of the Missouri State Life for 
$200,000, which were held in abeyance 
until such time as the mortgage loans 
held by that company can be liquidated 
advantageously. Judge Elder’s report 
showed that as special master he had 
handled claims totaling $1,965,512. 

On a petition of the receivers for the 
International Life the court allowed a 
compromise settlement of $9,112 with H. 
J. Babler, who had a contract with the 
company to repurchase from him 81 
shares of its stock at $112.50 a share. 
He returns the International Life stock 
to the receivers. 





Miss Woodward Heads 


Insurance Librarians 











CLEVELAND, June 18.—Laura A. 
Woodward, Maryland Casualty librar- 
ian, was elected chairman of the Spe- 
cial Libraries Association at in annual 
meeting here last week. She succeeds 
Mabel B. Swerig of the Insurance So- 
ciety of New York. Helen D. Hertell, 
Connecticut General Life, was elected 
secretary, succeeding Miss Woodward. 

C. W. Hippard, educational commit- 
tee chairman of the Cleveland Life 
Underwriters Association, spoke on the 
educational work of the organization. 
C. G. Hale, S. J. Horton, J. W. Bar- 
rett and Robert Oswald of the Insur- 
ance Society of Cleveland told of its 
development and educational work, in- 
cluding the courses available and the 
books used. 

An informal discussion was held on 
a pamphlet on the organization and op- 
eration of the insurance library prepar 
by D. N. Handy, librarian of the Insur- 
ance Library Association of Boston. 
list of insurance books to append to the 
pamphlet was voted upon. 
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State Officials 
Meet in Chicago 


(CONTINUED FROM PAGE 3) 


was that the chairman of the committee 
on examinations be authorized to select 
one of the representatives in the conduct 
of an examination. 

In the early afternoon Tuesday the 
compensation committee held an open 
meeting at which pleas were heard for 
sympathy for rate increases throughout 
the country. The committee then went 
into executive session. 

Before the general meeting Wednes- 
day morning, the committee on laws 
and legislation and the fidelity and 
surety committee gathered. Then fol- 
lowed the final session, at which the var- 
ious proposals made the previous two 
days were reported and acted upon. 

At the Wednesday morning session 
Commissioner Greer of Alabama urged 
the convention at some future time to 
take a strong position in favor of in- 
creasing the ideals and standards of 
agents. Mr. Greer declared that in Ala- 
bama men who are not morally fit are 
selling insurance at the loss of com- 
panies and the public. 

Mr. Caldwell asked that each com- 
missioner submit at least one subject 
which he would like to have di — 
at the Portland meeting. These sub- 
jects would be referred to the p: tina 
committee which consists of the officials 
of the convention. 


Sing Their Swan Songs 


There were three prominent insur- 
ance commissioners at the meeting sing- 
ing their swan songs. Ray Yenter of 
Iowa, chairman of the executive com- 
mittee, is retiring from office and will 
become president of the Federal Surety 
of Davenport. He was introducing his 
successor, State Senator E. W. Clark. 
Commissioner Don C. Lewis of South 
Dakota, walking with a cane and show- 
ing the effects of his 15 weeks at the 
Mayo clinic at Rochester, Minn., where 
he underwent several operations, will re- 
tire the first of the month and intro- 
duced his successor, C. R. Horswell. 
Commissioner M. A. Freedy of Wiscon- 
sin attended his last meeting but no 
appointment has been made in his state. 
There were two commissioners present 
who recently retired from office, C. C. 
Wysong of Indiana, who was president 
of the National Convention of Insur- 
ance Commissioners at the time he re- 
signed, and Judge C. S. Younger of 
Ohio, who is now general counsel for 
the State Automobile Mutual of Co- 
lumbus, O. 





Off the Record Items 


at Commissioners Meet 











Commissioner Don C. Lewis of South 
Dakota was given a glad hand by his 
colleagues at the June meeting of the 
National Convention of Insurance Com- 
missioners in Chicago. Mr. Lewis has 
been under treatment for some time at 
Mayo clinic in Rochester and submitted 
to several operations. This was one of 
his first appearances since leaving the 
hospital. 

x* * * 

Commissioner W. A. Tarver of Texas 
appeared at the convention on crutches. 
He suffered a fractured leg while play- 
ing golf. 

*x* * * 

There were three Hobbs in evidence 
during the convention. They were Com- 
missioner Hobbs of Kansas, Clarence W. 
Hobbs, special representative of the 
National Convention of Insurance Com- 
missioners on the National Coungil of 
Compensation Insurance, and R. D. 
Hobbs, assistant manager Western Ac- 
tuarial Bureau. 


x * x 


The new commissioners who attended 
their first meeting were Greer, Alabama: 
Dulaney, Arkansas; Davis, District of 
Columbia; Kidd, Indiana; Walsh, Mary- 
land; Van Schaick, New York; Warner, 
Ohio; Averill, Oregon; Bates, Idaho. In 
addition two appointees who will suc- 
ceed to the commissionership in their 
States shortly were in attendance. They 





were Horswell of South Dakota and 
Clark of Iowa 
x * * 

The question of pronunciation of the 
name of the New York superintendent 
caused much merriment. When Com- 
missioner Read of Oklahoma, who is 
president of the convention, came to Mr. 
Van Schaick in introducing the new 
members of the convention, he merely 
addressed him as the New York superin- 
tendent. At that Mr. Van Schaick under- 
took to relieve further embarrassment 
by stating that his name was pro- 
nounced “Skoik.” 

zs «x & 

Cc. C. Wyseng, former Indiana com- 
missioner, and immediate past presi- 
dent of the National convention, had his 
first view of the proceedings from the 
outside. It was obvious that Mr. Wysong 
was consumed at various times with a 
desire to condemn, exhort, commend or 
in some way make his voice heard, but 
he restrained himself admirably. Mr. 
Wysong is now practicing law in Indian- 
apolis 

x * * 


Another immediate ex-commissioner 
in attendance was Judge C. 8S. Younger 
of Ohio, now general counsel of the 
State Automobile Mutual of Columbus. 

J ie 
The new Alabama commissioner, C. C. 


Greer, militant and vigorous, evidently 


will make a strong impression on the 
organization He is a valuable addition 
to the convention. 

: 


The youthful insurance commissioner 
of South Carolina, Sam C. King, now 
can count himself as something of a 
veteran, as there are only eight insur- 
ance commissioners in the organization 
that are older in service than he 

*x* * * 

The new Iowa commissioner, Senator 
E. W. Clarke, will make a good team 
with Commissioner Tarver of Texas. 
Both are towering men. 

. © = 

Vice-President R. J. Sullivan of the 
Travelers can be counted now a regular 
convention attender 

* * * 

The Recky Mountain and Pacifie Coast 
states were well represented at the 
meeting by Commissioners Averill of 
Oregon, Fishback of Washington, Mitch- 
ell of California, McQuarrie of Utah 
Thulemeyer of Wyoming, 3Zates of 
Idaho and Cochrane of Colorado. 

x * * 

George W. Carter of Detroit, well 
known local agent and member of the 
executive committee of the National As- 
sociation of Insurance Commissioners, 
went to Chicago to attend the meeting 
and there met Secretary W. H. Bennett 
from New York 

* * * 

President T. W. Appleby, Actuary J 
H. Evans and Director H. W. Kingery of 
the Ohio National Life were at the meet- 
ing. Mr. Kingery was formerly presi- 
dent of the American Old Line of Chi- 
cago which the Ohio National took over 

* * * 

Walter E. Webb, executive vice-presi- 
dent National Life, U. S. A., and chair- 
man of the program committee of the 
American Life Convention, attended 
some of the sessions and introduced 
President R. D. Lay to the commis- 
sioners 

* *x * 

Mrs. Mary Fairchild, efficient deputy 
in the Nebraska insurance department, 
represented her office at the convention. 

*x* * * 

Frank N. Julian, former Alabama com- 
missioner and now president of the 
Bankers Fire of Birmingham, attired in 
a freshly painted southern suit made a 
dashing appearance in the hotel lobby, 
but he was eclipsed by the fine white 
garb of C. S. S. Miller, president of the 
Insurance Advertising Conference. 

x * * 

W. S. Pope, casualty insurance com- 
missioner of Texas, entertained at din- 
ner at the Stevens, Dean Leon Green of 
Northwestern university law school, and 
Mrs. Green. The two men were class 
mates at the University of Texas. 

* * * 

E. M. Martin, vice-president of the 
Guarantee Fund Life of Omaha, was on 
hand explaining to the commissioners 
the change of basis whereby the com- 
pany at the end of this month will be- 
come a legal reserve institution to be 
known as the Guarantee Mutual Life. 

x * * 

0. B. Hartley of Des Moines, general 
counsel of the Great Western, well 
known convention attender, was the 
first lieutenant of Senator E. W. Clark, 
the new Iowa commissioner 
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A Complete Kit 


of Up-to-Date 
Policy Contracts 


The multiple line of Life, Acci- 
dent and Health, 


Salary Savings Insurance, of- 


Group and 


fered by the Missouri State Life 
gives the Field Representative a 
complete kit of live, up-to-date, 
policy contracts covering every 


life insurance need. 


The Company writes all stand- 
Age limits 0 to 65. 
Licensed in 41 states, the Dis- 


ard forms. 


trict of Columbia and the terri- 


tory of Hawaii. 


Insurance in force, December 


31, 1930, $1,249,920,574. 
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Out of the Struggle Comes Strength 


Lire insurance is generally recognized as 
the one great business that has stood up 
during the period of industrial depres- 
sion. That the institution as a whole 
will come through the period better than 
other lines is likely but it is also true 
that life insurance is probably at the 
present time undergoing the severest test 
This applies to large 
mutual and non- 
individual 


of its history. 
companies and small, 


While 


escape, 


participating. com- 
panies may 
entirely immune. 

The western as a 
will emerge with credit but some of them 
should be more’ conservative. The 
caution advanced from time to time in 
the past against investments in common 
The 


no single class is 


companies whole 


stocks has proved to be a wise one. 
campaign against manipulations and ex- 
ploitations from promoters and inexperi- 
enced managers who imagine that a lot 
of money can be made out of the life 
insurance business quickly has been fully 
justified by the results. 

An eastern observer commenting 
cently on western life companies 
marked that so many of them appear to 
be just temporary enterprises whereby a 
few men hope to make money quickly 
instead of being regarded as institutions 
to built up over a long period of 
vears. Unfortunately, this is true of some 
companies, and it is likely to hurt the 
large numbers western companies 
whose managers understand the business 
and who are in the business 
for “the long pull.” There are now some 
380 companies in the country, as 
against perhaps 35 or 40 before the Arm- 

1907. Many of 
performing their 
functions within a limited field. 
There is no particular reason why the 
number should However, 
the present period of depression will put 
some of them out of the business and 
those that go out will be the ones which 
have not heeded the warning so freely 
given. 


re- 
re- 


be 


of 
thoroughly 
life 


strong investigation in 


these companies are 


well 


be reduced. 


Many companies are quietly “cleaning 


house.” Home office salaries are being 


reduced, unprofitable agencies cut off, 
and unnecessary salaried employes let 
cut. There is no good reason at all why 


any company of $25,000,000 insurance in 
force or more cannot “sit tight,’ make 
a fair gain, and emerge from the present 
period all the more strengthened and 
equipped to go on to greater things, but 
this often means the contraction of ideas 
as to profits that may be made for stock- 
holders and also of incomes that may be 
paid officials. Here is and always must 
be the element of self sacrifice, at least 
temporarily, in the building of a life 
company, but it is also true that in the 
long run the well managed life company 
is very likely to prove a_ successful 
enterprise. 

There are stories more or less ac- 
curate going around regarding many 
companies. This company has a lot of 
stock which has gone down in the mar- 
ket; another has some mortgages of 
doubtful value; a third has too many 
bonds of a certain which have 
greatly depreciated, and so on. Some of 
these stories may be true but it is also 
true that most of these impairments will 
be made up; it is only the weaklings that 
will be actually eliminated. This is a 
process that goes on in all business all 
the time. The following letter was re- 
cently received by the president of a cer- 
tain company from a friend: 

“I have been hearing of the little diffi- 
culties you have been having in keeping 
your stockholders lined up. It just occurs 
to me to write you a word of encourage- 
ment and express the hope that you will 
not be affected by this period of depres- 
sion. In the building of a life company 
periods like this have to be gone through. 
It is the time when the weaklings drop 
out but it is also true that those which 
withstand the test come out stronger 
than ever. If I were running a company 
like yours and was feeling the effect of 
the times I should simply cut down all 


issue 





the expenses I possibly could without 
injuring the real position of the company 
and ‘sit tight.’ I believe the companies 
that do this and emerge safely from the 
present period will have a very good 
future. It takes a life time to build a 
life company. The trouble with a few of 
our western companies, at least, is that 
too many of them are just temporary 
enterprises whereby a few men can make 
some quick money instead of being re- 
garded as institutions to be built up over 
a long period of years. 

“I regard your company as having 
done very well on the whole. It is in 
the way of becoming a real life insurance 


institution. No doubt promoters and 
manipulators, or stockholders wishing to 
make money, attempt to get control of 
it from time to time as they do of prac- 
tically all companies. Having once 
cleared the decks, gotten expenses down 
to the lowest possible point, and if neces- 
sary having made personal sacrifices, in 
the interest of building an institution, I 
hope you are surrounded by good men 
who will stick by—and make it a lasting 
success. There is no real reason why a 
company with $30,000,000 of insurance in 
force should not be so administered that 
it can pay its way and become firmly 
entrenched.” 


Wise Action of the United 


Tue final action of the Unitrep Lire & 
Accwent of Concord, N. H., in deciding 
not to sell out will be received with ap- 
proval in the life insurance field generally. 
The Unitep is a clean company, managed 
by New England men, and is the only life 
company in New Hampshire. It has assets 
of $8,000,000, capital and surplus of $890,- 
000 and insurance in force of $56,000,000. 
Its best state is Connecticut, its second 
best Pennsylvania and its third best Michi- 
gan. The new president, Ropert J. Mer- 
RILL, some years ago took a decided stand 


against consolidations and manipulations 
of life companies and it was no doubt a 
great disappointment to him when he found 
that his own company had been sold out. 
Now that the directors have placed him in 
charge, his sterling integrity and high 
standing in Concord and New Hampshire 
are a guarantee to the agents and the pub- 
lic that the Unirep will retain its identity. 
Any company of this size, if its affairs are 
administered economically and wisely, and 
its financial condition is sound, should 
have no fears for the future. 








PERSONAL SIDE OF BUSINESS 














E. C. Hoy, manager of the Newark 
office of the Sun Life of Canada, has 
returned from a six weeks’ tour of 
Europe. He was accompanied by Mrs. 
Hoy. 


R. C. Johnston of the actuarial de- 


partment of the home office of the 
Acacia Mutual is visiting Manager 
Bender of the company’s Chicago 
agency. 


Orville A. Andrews, organizer and for- 
mer president of the American States 
of Lincoln, has filed as a Republican 
candidate for state railway commissioner 
of Nebraska. Mr. Andrews is now at 
the head of an agency in Lincoln. 

F. W. Morrison, 77, vice-president 
American Central Life, died last week at 
his home in Indianapolis from a heart 
attack, Mr. Morrison had been in the 
life insurance business for many years 
and at one time was with the investment 
department of the Phoenix Mutual Life. 


B. N. Mills, secretary of the Bankers 
Life of Iowa, is recovering from an ap- 
pendicitis operation performed in Des 
Moines June 7. Necessity for the op- 
eration developed quite suddenly upon 
Mr. Mills’ return to Des Moines from 
Grinnell, Ia., where he had gone to at- 
tend commencement exercises at Grin- 
nell College, his alma mater. 

N. J. Frey, president of the Wiscon- 
sin Life of Madison, will celebrate the 
completion of 20 years’ service with that 
company June 19. He became president 
Jan. 1, 1922, and prior to that was sec- 
retary and manager. During the 20- 
year period the Wisconsin Life has 
grown from a small company to one of 
the best recognized in the state. 


J. M. Miller, agency secretary of the 
Pacific States Life, who was seriously 
injured a few weeks ago when struck 
by an automobile, is reported to be mak- 
ing rapid strides toward complete re- 
covery. It is expected he will be able 
to go to his office for a few hours daily 
within the next week. 


George Godfrey Moore, president Na- 
tional Reserve Life, Topeka, Kan., is 
quite a horse fancier, and held a fine 





horse show June 14 at his place in To- 
peka. Mr. Moore has worked out a 
regular show ring on his 42-acre 
grounds, which lie within the city lim- 
its. Between 2,000 and 3,000 people, in- 
cluding Vice-president Charles Curtis, 
Senator Arthur Capper and Governor 
Harry Woodring of Kansas, attended. 


President J. B. Reynolds of the Kan- 


sas City Life says he’s not a “golfer, 
fisherman or club man,” but he does 
ride the hobby of fine horses. He will 


soon leave Kansas City with six horses 
to take part in the races for the harness 
class on the grand circuit, beginning at 
Cleveland and ending at Lexington. 
Last year at Lexington he had the 
pleasure of watching his horse, Kinney 
Direct, run the mile in 1:59, setting a 
new world’s record for a gelding in a 


race. This year he is campaigning Kin- 
mey Direct and five other horses, one 
‘of his own breeding and raising, the 


others of which he secured as colts and 
raised. 


P. J. Clark, superintendent of agents 
of the Union Central Life, and brother 
of President J. R. Clark, is a candidate 
for member of the board of education 
of Cincinnati at the next election. 


F. W. Bland, Pacific Coast manager 
of THE NATIONAL UNDERWRITER and vice- 
president of the “Western Underwriter,” 
is receiving congratulations on the ar- 
rival of a 9%-pound boy June 12. 

A. M. Embry, agency manager for the 
Equitable of New York in Kansas City, 
will have as guests on a three-day boat 
trip down the James river in the Ozarks 
the ten men settling for the most life 
business in June. The outing will start 
July 1. The agency is conducting its 
annual anniversary campaign this month 
in celebration of Mr. Embry’s seventh 
year as manager. 

Harry Monroe, 61, agency supervisor 
of the New England Life in Louisville, 
was found dead in his bed Saturday. He 
had been with the company in that post 
for 15 years. Apparently he was in good 
health on retiring Friday night. Mr. 
Monroe graduated at Hanover College, 
moved to Louisville in 1906 and became 
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Why Don’t You? 


E were discussing life insurance 

large advertising agency and an 
facturing organization. “Why don’t 
insurance) issue a policy for business 
active period of life protection only 
business?” 





HE Ohio National Life Insurance Com- 
pany can now answer this question—*We 
have.” The Company issues The Adjustable 
Whole Life—a policy that follows the speci- 
fications asked for by this business executive. 
[' provides protection during the entire ex- 
pectation period of life with options to 
change to any form of policy issued by the 
Company at any time within five years pre- 
vious to the end of the expectation period. 
PECIAL opportunities for experienced life 
insurance salesmen or for those who are 
successful business men in other lines in the 
following territories: 
Cleveland, Ohio—There is a large demand for 
the Adjustable Whole Life by business ex- 
ecutives in the metropolitan centers. Cleve- 
land, Ohio is a metropolitan center. The 
Company has an organized agency already in 
existence in Cleveland and is in a position to 
offer salesmen an attactive contract with the 
Adjustable Whole Life and other sales help 
facilities. 
St. Louis, Missouri—This is also a metro- 
politan center. An agency is already estab- 
lished to furnish life insurance salesmen a 
tool kit to fit the present insurance-buying 
public’s needs. 


Illinois—General Agent wanted at Bloomfield 
and Peoria. Unusual general agent oppor- 
tunity for Metropolitan Chicago. 


HE foregoing opportunities, the new Ad- 

justable Whole Life and many other at- 
tractive sales helps are reasons why—‘It 
Pays to Tie Up With The Ohio National.” 


Salesmen wanted in select locations in the following other territories: Indiana, lowa, Kan- 
sas, Kentucky, Missouri, Nebraska, Oklahoma, Pennsylvania, Texas and West Virginia. 


on a Pullman with a President of a 
official of a nationally-known manu- 
you (meaning the institution of life 
executives that will provide during the 
a policy that leaves reserves in the 








The Policy That Business 
Men Want 


This policy known as The Adjustable 
Whole Life is issued by The Ohio Na- 
tional Life Insurance Company. The 
following illustrates a $10,000 policy 
issued at age 35: 

Amount of Protection......... $10,000 
Annual Premium ............. $147.60 
Death benefits include face of policy 
plus cash value. On this policy issued 
at age 35, should death occur at age 
55, the death benefits payable would be 
$10,000 the face value of the policy 
plus $960.00 the cash value or a total 
of $10,960. 


The policy may be modified or changed 
or converted to another policy any 
time before age 61. The following are 
options that may be selected at the 
end of the 17th year or at age 52: 
(Options at other ages in proportion). 
Option 1. $10,000 Whole Life Policy 
—Premium—$318.60. 


Option 2. Continue the same pre- 
mium, i. e., $147.60 and 
receive a Whole Life Pol- 
icy of $5,580. 

Option 3. Pay a premium of $125.10 
a year and receive a $5,000 
Whole Life Policy. 

Option 4. Continue the full face value 
of the policy at the same 
premium to age 66 at 
which time the policy ex- 
pires. 








For informaiton as to a policy to fit your need or a Salesman’s Contract, write: 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


T. W. Appleby. 
President 


E. E. Kirkpatrick 
Supt. of Agencies 
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connected with the company shortly 


after that. 

Mrs. C. C. Somerville, 98 years old, 
mother of J. P. and E. M. Somerville, 
general agents for the Penn Mutual in 
Kansas City for many years, died last 
week. Mrs. Somerville had been active 
and well before a recent fall. 


T. M. Baldwin, former insurance 


| superintendent of the District of 
lumbia, has now opened an agency in 
the Denrike building at Washington, 
am & 


Former Insurance Commissioner 
Clare A. Lee of Oregon is spending the 
summer in his place that he bought near 
Salem but expects in due season to re- 
| turn to his old home near Eugene and 
| resume his work as a local agent. 








| 





LIFE AGENCY CHANGES 











Changes by Kansas City Life 





New Appointments and Transfers of 
Territory Announced in Various 
Sections of Country 





The Kansas City Life has announced 
the following changes in agency per- 
sonnel: 

J. E. Williams has released the North 
Dakota portion of his agency territory, 


and will devote his time to South Da- 
kota. A. T. Lynner has been appointed 
state manager for North Dakota, with 


headquarters at Fargo. 

G. R. Vollmer has resigned as gen- 
eral agent for western Pennsylvania, and 
will turn to personal production. At 
present his former territory is under the 
supervision of the home office agency 
department. 

Virginia and Maryland Changes 


J. C. Hardin has released to the com- 


Gravengaard Leaving Aetna 





Former Educational Director Resigns as 
Columbus General Agent—Will Join 
Another Company in Fall 


H. P. Gravengaard has resigned as 
general agent of the Aetna Life at Co- 
lumbus, O. He will spend the summer 
on Cape Cod and in the fall will be- 
come associated with another eastern 
life company. Neither the name of this 
company nor Mr. Gravengaard’s suc- 
cessor with the Aetna at Columbus has 
been announced. 

1926 


In Columbus Since 


Mr. Gravengaard became general 
agent of the Aetna at Columbus Oct. 1, 
1926. For several years previous to that 
time he was attached to the home office 
in Hartford, where he established the 
company’s sales training and educational 








Co- | 


farewell drive, and a luncheon in his 
honor will be given in Columbus June 
24. 


T. J. Binder 


The Equitable Life of Iowa has ap- 
pointed T. J. Binder general agent at 
Portland, Ore. 


F. T. Behrens 


The Costinental Life of St. Louis has 
appointed F. T. Behrens general agent 
in Seattle with offices at 800 Securities 
building. Mr. Behrens is an experienced 
producer and agency manager. For sev- 
eral years he was agency manager in 
Seattle for the Western States Life. 


| T. H. Tomlinson 


The Bankers Life of Iowa 
pointed T. H. Tomlinson 
agency manager of the Detroit agency. 
L. W. Spickard is manager of the De- 
troit agency. Mr. Tomlinson has been 
a member of the Madison, Wis., agency 
since 1925, and has twice been a million 
dollar producer. An interesting side- 
light on Mr. Tomlinson’s appointment is 
the fact that he was induced to join the 


has ap- 








| 
| Madison agency by Mr. Spickard, who | 


at that time was also a salesman of the 
Madison agency. 


| M. M. Matusoff 


Max M. Matusoff has been appointed 
general agent of the Reliance Life at 
| Columbus, O. 





Life Agency Notes 














assistant | 














FPRANELIN W. PATTEN 


Franklin W. Patten, who has been as- 
sistant general agent of the Aetna Life 
at Cincinnati and who demonstrated his 
ability as a personal producer, now be- 
comes general agent of the Franklin 


pany all of his territory in Virginia with department. He also established te | Life in Cincinnati with offices in the 
the exception of eleven counties in the | field training schools and prepared he | new Carew Tower. 

southwestern part of the state. The re-| five-volume correspondence course for | - ears —— 

‘maining portion of the state will be | representatives of the company. During | Sate tne nee ae 4 pte atl s —— — ee eer ee 
handled by the home office agency de-| his stay in Columbus his agency has at Los Angeles ee ae E. L. Taylor is president of the agency 
partment. shown a sound and steady growth each | Pew rene. teat Se and R. H. Myers, secretary. 

R. K. Tongue has released all of | year. : | for the Veterans National Agency to The Eureka-Maryland has appointed 
Maryland except Baltimore to the com- As a tribute to Mr. Gravengaard, who | serve as an agency in the handling of | Mrs. Anna Shumigay general agent at 
pany, which also will come under home | will retire July 1, underwriters attached | life insurance for the Veterans National | Lorain, O. She succeeds her husband, 
office agency department supervision. to the Columbus agency are making a | Life, recerily organized at Columbus, O. | John Shumigay, who recently committed 











that 


An increase of 25% in sub- 
mitted business for May 
1931 over that for May 1930, 
indicates the proof of the 
previous announcement 


PILOT LIFEIS MOVING FORWARD 


Pilot’s eye view of the Home Office, 
Greensboro. N. C. 
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suicide. Mrs. Shumigay formerly worked 
with her husband as an agent. 

H, H. Henry, formerly with the Trav- 
elers, has been made branch manager in 
Kansas City for the National Reserve 
Life. 

E. D. Colhoun of Roanoke, Va., has 
been appointed district manager for the 
Pan-American Life in Roanoke and 18 
surrounding counties. 

J. A. Bowman, assistant superintend- | 
ent at Barberton, O., has been promoted 
to superintendent of the Cleveland, | 
Edgewater office of the Western 4 | 
Southern Life. 

The Duke Insurance Agency, San An- 
tonio, representing the Gulf States Life | 
of Dallas, has changed to the Duke- | 


| 
| 
| 


Millard Insurance Agency, Jack Millard 
having become an associate of Thomas 
A. Duke. 

The American Central Life has opened 
an Indianapolis agency at 8 East Mar- 
ket street. This is in the former home 
oflice building of the company, now 
established in its new quarters on Fall 
Creek and Meridian streets. 

Dr. George A. Slick has identified him- 
self with the Wilsen Slick Agency, man- 
ager for the Reliance Life, U. S. Na- 
tional Bank building, Johnstown, and 
Central Trust building, Altoona, Pa. 
Graduated from the University of Penn- 
sylvania with the degree of D. D. &., 
Dr. Slick practiced at South Fork, Pa., 
for many years. 











| EASTERN STATES ACTIVITIES | 
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Laflin Now in New Place | 





Educational Director of the Penn Mu- | 
tual Life at Pittsburgh Takes 
Portland General Agency 





J. M. Laflin, who has been appointed 
general agent of the Penn Mutual at 
Portland, Me., started with the company 
Jan. 1 last year when he entered the 
Holgar J. Johnson agency at Pittsburgh. 
The vacancy at Portland occurred | 
through the dissolution of the firm of 

>. M. March, at the recent 


B. G. and C. 
death of C. M. March. Mr. Laflin is a 





graduate of the University of Wiscon- 
sin. In 1920 he joined the Northwestern 
Mutual, then took the life insurance 
course in Carnegie Tech. He went to 
Eau Claire, Wis., as a district agent for 
the Northwestern Mutual and then 
moved to Peoria, Ill., as field supervisor. 
Mr. Laflin acted as educational director 
in the Pittsburgh agency of the Penn 
Mutual. 


D. L. Minkowitz Advanced 


D. L. Minkowitz, who has been as- 
sistant manager at Passaic, N. J., for the 
Metropolitan Life for a number of years, 
has been promoted to general assistant 
manager for the Atlantic Coast territory. 
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Tax Exemption Bill Vetoed 





Governor Brucker of Michigan Hostile 
in His Attitude Toward Excepting 
Insurance Proceeds 





LANSING, MICH., June 18.—Gov- 
ernor Brucker evinced a none too 
friendly attitude toward life insurance as | 
a subject for preferential tax treatment 
in a message explaining his veto of the 
Darin act which would have extended 
the present exemption from inheritance 
taxation of life insurance proceeds paid 
to direct beneficiaries to insurance pro- 
ceeds left to heirs through trust agree- 
ments. 

“There would seem to be no reason 
why proceeds of life insurance policies 
should be any more exempted from taxa- 
tion than other portions of an estate,” 
the governor contended. 

“The general exemptions contained in 
the original act afford ample protection 
to the rights of heirs. The fact that 
the deceased chose to invest in life in- 
surance should not entitle his legatees 
to greater exemption from taxation than 
those of men investing in other forms 
of property. If the insured sees fit to 
leave insurance running directly to bene- 
ficiaries no tax is collected under the 
present law and it is only where it is 
made payable to the estate that the tax 
now applies. The proposed act would 
tend to circumvent the purpose of the 
inheritance tax law. Insurance money 
is at best unearned increment and it is 
difficult to see why it should not be sub- 
ject to the same taxes as other forms of 
invested wealth.” 

A companion bill exempting the pro- 
ceeds of life policies left in trust from 
claims of creditors of the insured was 
approved by the governor. 


No Reciprocity Tax Repeal 


MADISON, WIS., June 18—By a 
vote of 15 to 14 the senate killed the 
Severson bill to repeal the reciprocity 
tax law. At every session of the legis- 
lature since 1917 Senator Severson has 
presented a bill of this sort. At prac- 
tically every session it has been de- 
feated by a narrow margin. 

Senator Blanchard of Edgerton de- 











clared that the rate of taxation in Wis- 
consin on insurance companies is now 
so high that if the bill were passed other 
states would tax Wisconsin companies 
more than they are benefited. “Every 
tax of this sort,” he said, “whether it 
is a tax on cigarettes or a tax on gaso- 
line, is paid by the user. If taxes are 
increased on insurance companies op- 


| erating in Wisconsin, policyholders will 


have to bear that burden.” 





High Turnover Reported 
LANSING, MICH., June 17. —The 


personnel turnover in the life insurance 
sales field is exceedingly high, the 
Michigan department has learned 
through checking over its licensing rec- 
ords. In 1930 life companies obtained 
licenses for approximately 20,000 per- 


sons. The records show, however, that 
renewals were asked for only about 
10,000 when the new licensing year 


started April 1. The 100 percent turn- 
over, it is pointed out by department of- 
ficials, creates much work for the de- 
partment and must be rather costly to 
the companies. It is presumed, however, 
that conditions have been aggravated 
during the past year. 


Albritton Agency Outing 


E. S. Albritton, general agent Provi- 
dent Mutual Life in Chicago, and the 
S. D. Marquis general agency held a 
field day at the Biltmore country club 
near Barrington, Ill., June 17, the en- 
tire field force of both agencies attend- 
ing. In the golf tournament, C. C. 
Davis, third largest producer this year 
for the Albritton agency and one of the 
golf stars at Olympia Fields, contested 
for first honors with John Wooten, also 
of the Albritton agency, who starred in 
golf in 1929 while a student at North- 
western University. 





Klingman at Peoria 


W. W. Klingman, vice-president Equi- 
table Life of New York City, was prin- 
cipal speaker at a luncheon at Peoria, 
Ill., celebrating the fourth anniversary 
of the office and marking the close of 
a three-day school for the Peoria dis- 
trict agents. C. R. Golly, state manager, 
presided. W. M. Rothaermel, superin- 











“GIGANTOPHTHALMOS” 


Speaking of hereditary anterior megalophthalmus 
sine glaucoma, the synonyms, in simple English 
so you'll know if you've got it), are melagocornea, 
hydrophthalmus sanatus, cornea globosa, kera- 
toglobus, hydrops camerae anteriori and kerata- 
globus pellucidus.—Evening Bulletin. 


Last week the medics of the nation held 
their annual convention in Philadelphia, and they 
used more vast words than our city had heard in 
the last fifty years. Those in the paragraph above 
are mild samples. No reader of these lines will 
know what one of the terms means, unless he may 
guess that some of them have to do with the eye. 

Neither do we life underwriters among ourselves 
speak the language of the man on the street. And 
usually we cannot sell him our service unless we tell 
him in words of his own vocabulary what it will do 
for him and his. We are wont to find humor in the 
big words of the doctors. Irritation or apathy is apt 
to be a prospect's reaction to our technical words. 
_ A simple-language story, told with cumulative 
penetration of its points, and with earnestness and 
imagination, plus skilful closing tests, is basic in 
the art of salesmanship. 


THE PENN MuTuAtc LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 

















“Pulling Together” 





The entire organization of the Gem 
City Life, the men on the firing line 
as well as the agency minded execu- 
tives in the Home Office, has always 
had the reputation of “Pulling to- 
gether.” ... There has always been 
harmony and cooperation. . . . This 
“pulling together” has produced 
nearly ten times as much insurance 
in force today, than it had ten years 
ago... . If you desire to get ahead 
by “pulling together” with us, write 
I. A. Morrissett, President, for com- 
plete information. 


Openings in 


Alabama, Florida, Ohio, Georgia, Tennessee, 
West Virginia, District of Columbia 





The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 
The Rapidly Growing Company 
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An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 
—needs no financ- —can organize 


—is a producer 
—needs no drawing 


—is, of course, ing 
honest —is seeking oppor- account or salary 
—has three years of tunity —needs no office 
experience —will WORK expense 


BUT 
WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible financially 
and yet on whom he will receive overwriting Commissions as high 
as $4 per thousand and long time Renewals. 


THE COMPANY— is rated "A" by Best. 
are extremely low 
(Age 35 Ordinary Life Net Cost 
First year per thousand $17.85) 


It writes all latest forms—Participating only—including an im- 
proved Family Income form; also Juvenile 


Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


FEITABLE. 
WE WANT 
AN 
UNUSUAL 
MAN 


lts rates for Insurance 


UNLESS you have no present connection, or 
you have a real reason for leaving your 
present connection and are not at fault your- 
self, we are not interested. Write fully about 
yourself. We will not communicate with 
references until after interview. Write T-74, 
The National Underwriter. 
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“THE FRIENDLY COMPANY’ 





A business slogan which is more than a 
business slogan—in reality the very life of 
the company. Under this slogan the offi- 
cials of the Peoples Life Insurance Com- 
pany have so lived the company today has 
a reputation for friendliness and fair play. 
This reputation has become so widespread 
throughout insurance circles you can omit 
the company’s corporate name and desig- 
nate it by the simple phrase, “The Friendly 
Company.” 

Such a reputation has its reward in in- 
creasing prestige and popularity. If you 
are interested in a new connection you will 
find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 











tendent of agencies, and H. B. Kelly, 
regional group supervisor, both of Chi- 
cago, were also speakers at the luncheon. 


Decatur Agency Sets Record 


Members of the Decatur, Ill, agency 
of the New England Mutual Life were 
personally complimented by G. S. Hast- 
ings, superintendent of agencies, at a 
dinner last week, for having attained the 
highest percentage of their 1931 quota 
the first five months of the year of any 
of the agencies of the company. E. M. 
Spencer, general agent in Decatur, pre- 
sided. 


Rockwood Office Outing 


The Rockwood Company, Chicago, held 
its annual outing at St. Charles Country 





Club Thursday as guest of Russell 
Duffy, a top producer in the life de- 
partment. H. A. “Bud” Whipple was 
toastmaster. S. S. Chisholm, presi- 
dent of the Producers Club, presided 
at an informal meeting at which there 
were several talks by executives and 
agents. E. Rowland, big multiple 
line producer, was in charge of arrange- 
ments. 


Winders With Barrett Agency 


E. L. Winders has resigned as agency 
supervisor of the Hoosier Casualty to 
become manager of the life and non- 
cancellable accident department of the 
W. A. Barrett Agency in Indianapolis, 
representing the Continental Casualty 
and Continental Assurance. Mr. Win- 
ders has had a broad experience as a 
producer and organizer of agencies. 
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Billion and Half in Force 


Composite Statement of St. Louis Life 
Companies Shows Notable Record 
of Achievement 


Complete reports on the 1930 busi- 
ness of life companies with headquarters 
in St. Louis show that at the close of 
the year they had $1,543,251,220 insur- 
ance in force, a gain of $42,142,492 for 
the year. Their paid-for new business 
in 1930 was $359,229,793 not including 
revivals or additions. Combined assets 
are $193,550,936 with surplus of $14,- 
498,820. 

Companies with home offices in St. 
Louis include the American Life & Ac- 
cident, American National Assurance, 
Central States Life, Crescent Life, Con- 
tinental Life, First National Life, Miss- 
issippi Valley Life, Missouri Insurance 
Company, Missouri State Life, Reliable 
Life & Accident, St. Louis Mutual Life, 
and State National Life. 


Fischer Agency’s Good Work 


The St. Louis agency of the Massa- 
chusetts Mutual wrote more business in 





May than in any previous month in its 
history, according to C. O. Fischer, gen- 
eral agent. Total writings were in ex- 
cess of $2,000,000. Business paid for 
totalled $1,023,000. Indications point to 
a total far in excess of that for June de- 
livery. Members of the agency are con- 
vinced that by the close of June their 
business will show a gain over the first 
six months of 1930. 


Doubles 1930 Production 


May 13 to June 12, the Kansas City 
agency of the Sun Life under V. W. 
Wiedemann paid for $1,422,422, which 
puts it practically 100 percent ahead of 
last year, with $4,039,196 of business 
since Jan. 1. The company closed its 
first full club year June 12 with $6,227,- 
570 paid for. 


Lincoln Liberty Moves 


The Lincoln Liberty Life of Lincoln, 
Neb., is now located in its new offices 
in the Stuart building, where it has very 
attractive quarters. The company has 
$2,949,977 assets, $100,000 capital and 
$357,823 surplus. Its insurance in force 
is $23,518,000. 











IN THE SOUTH AND SOUTHWEST 




















Proud of New Texas Move 





Anti-Twisting Measure Was Sponsored 
by the State Association of Life 
Underwriters 





The Texas Association of Life Un- 
derwriters is very proud of the fact that 
the anti-twisting bill, senate bill 553, was 
passed by the legislature. It prohibits 
twisting not only in life insurance but 
health and casualty as well. It also in- 
cludes mutuals and fraternals. The 
penalty is a fine of from $25 to $500 
or imprisonment for not more than 60 
days. Provision is made for cancella- 
tion of a company’s license if it is proved 
guilty. The main provision of the bill 
is as follows: 

Section 1. No life, health or casualty 
insurance corporation including corpora- 
tions operating on the cooperative or as- 
sessment plan, mutual insurance com- 
panies, and fraternal benefit associations 
or societies, and any other societies or 
associations authorized to issue insur- 
ance policies in this state, and no offi- 
cer, director, representative or agent 
therefor or thereof, or any other person, 
corporation or co-partnership, shall is- 
sue or circulate or cause to be issued or 
circulated, any illustrated circular or 
statement of any sort, misrepresenting 
the terms of any policy issued by any 
such corporation or association or any 
certificate of membership issued by any 
such society or corporation, or other 
benefits or advantages permitted thereby, 
or any misleading statement of the divi- 
dends or share of surplus to be received 





thereon, or shall use any name or title 
or any policy or class of policies, or cer- 
tificate of membership or class of such 
certificate, misrepresenting the true 
nature thereof. Nor shall any such cor- 
poration, society, or association, or offi- 
cer, director, agent or representative 
thereof, or any other person, make any 
misleading representations or incomplete 
comparisons of policies or certificates of 
membership to any person insured in 
such corporation, association or society, 
or member thereof, for the purpose of 
inducing or tending to induce, such per- 
son to lapse, forfeit or surrender his 
said insurance or membership therein. 





Campaign to Honor Yates 


J. W. Yates of Detroit, president of 
the Massachusetts Mutual Agents Asso- 
ciation, will be key speaker at the semi- 
annual agency meeting of the George E. 
Lackey agency of Oklahoma City June 
30. In honor of his visit a special drive 
is bemg conducted by the agency in 
June with a goal of $763,000 for the 
month. 


Investment Bill in Alabama 
MONTGOMERY, ALA., June 18— 


A bill sponsored by Superintendent 
Greer has been introduced in the house 
regulating the investments of domestic 
insurance companies. It appears to have 
no opposition and probably will be en- 
acted into law. Alabama heretofore has 
had no law governing investments. 
Funds, under the bill, may be invested 
in bonds of the United States, Canada 
and its provinces, and of Alabama or 
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MORE 
PROTECTION 
FOR SAME 
CASH OUTLAY 


That’s What Your Client 
Gets in Our New 
“Business Men’s 
Special” Life 
Policy 


A Contract Designed to Ful- 
fill His Dreams by Giving 
Him Maximum Protection 
Now, When Needed Most, 
but with Sufficient Flexibil- 
ity to Take Care of His 
Future Requirements 


Some of the Features 


Term to Age 65—Con- 
vertible at attained age 
any time before Age 60 
to any regular Life or 
Endowment plan — Sub- 
stantial guaranteed an- 
nual credits on conver- 
sion — Guaranteed cash, 
loan or other non-for- 
feiture values beginning 
at end of third year and 
increasing annually — 
Usual disability and dou- 
ble indemnity benefits— 
Investment opportunity. 


An Agency for You Some- 
where in This Territory 
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Up-to-the-Minute Personal 
Accident and Health 
Policies 





its sub-divisions. Investments also may 
be made in first mortgage bonds and 
collateral trust bonds or notes with fixed 
rigid security restrictions. 

Life insurance companies may loan on 
their own policies, provided the amounts 
loaned upon each policy shall not ex- 
ceed the reserve against such policy at 
the time loan was made. 





Alabama Bills Progress 
MONTGOMERY, ALA., June 18 


The question of regulating group life in- 
surance in Alabama promises now to be 
settled satisfactorily to all parties con- 
cerned. A_ substitute bill, which has 
been passed by the house committee on 
insurance, permits group insurance, not 
only in cases where the employer pays 
all or part of the premium, but also ii 
the employer does not bear any of the 
premium, It permits labor unions, mili- 
tary organizations and money borrowers 
to take out group insurance and it in- 
cludes the use of the infantile table. 

The house insurance committee has 
also approved Superintendent Greer’s 
bill detining and regulating life insur- 
ance. 





Bewley Agency Sets Record 


An outstanding record has been made 
since Jan. 1 by the Oklahoma agency 
for the New York Life, E. G. Bewley, 
agency director, reports . The agency 
shows $6,460,000 written and completed 
and $4,952,000 paid for. May produc- 
tion was $937,000. 





Must Have Insurable Interest 


An unrelated person, who has no in- 
surable interest in the person upon 
whose life a policy is written, may not 
be a beneficiary, the Texas supreme 
court held in affirming the decision of 
the court of civil appeals in Fred 
Wilke vs. H. B. Finn, Jr., administra- 
tor. Herman Finn took a $1,500 policy 
on his own life with the Metropolitan 
Life and named Fred Wilke beneficiary. 
Wilke was not related nor did he have 
an insurable interest in Finn's life. 
H. B. Finn, Jr., was named administra- 
tor and contested payment of the pro- 
ceeds of the policy to Wilke. The trial 
court held in favor of Wilke, but the 
court of appeals reversed and remanded 
the case and the supreme court affirmed 
its judgment. The practice of a person 
without an insurable interest being 
named beneficiary is against public pol- 
icy, the high court said. 





Dubose Opens Office 


F. W. Dubose, formerly with the Re- 
liance Life in Chicago and for a time 
manager of the Pan-American Life there, 
has now opened a branch for the United 
Mutual Life of Indianapolis in the Re- 
public Bank building, Dallas. The com- 
pany is establishing an agency plant in 
Texas. 








News of Pacific 
Coast States 














Wins Parole After Sentence 





High Pressure Salesman Agrees to 
Make Complete Restitution on Shares 
of Paramount Life 





Sale at $50 per share of 300 shares of 
stock in the Paramount Life of Denver, 
which witnesses testified had previously 
been offered at $1 per share with no 
takers, brought a sentence of one year 
in the penitentiary to F. M. Cunning- 
ham, Los Angeles stock salesman, who 
pleaded guilty at Astoria, Ore., to vio- 
lation of the state “blue sky” laws. He 
was later paroled on an agreement to 
make complete restitution in cash, pay 





| the costs of the case and to comply here- 
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In 1931 


Be the outstanding 
life insurance man 
in your community 


OUR SERVICE 
WILL HELP YOU 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


More Than Two Billion Dollars of Insurance in Force 




















Annuities Insurance 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


Old Line Legal Reserve 
Established 1698 


MERGERT M. WOOLLEN, President 
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The P 10neer » » » 


He hesitates only to make 
sure he is right, then he goes 
ahead. He often goes alone 
but he does not remain alone 
for long. Present day life 
insurance is indebted to 
early Mutual Benefit con- 
tracts for many liberal 
provisions. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 





--modern life insurance since 1845.. 


























Entering its 
Twentieth Year-- 


HE Company in an expand- 

ing mood, having held its 
own during 1930, is strong to 
move forward. To all the stand- 
ard forms have been added: 

A Family Income policy, a 
group of Juveniles, Retirement 
Annuity, and Convertible Term 
to Age 65. Beginning about 
March 1, Accident and Sickness 
Insurance will be written in con- 
nection with life policies. 

The Company has under con- 
sideration plans to enter Colo- 
rado, Nebraska, Iowa, Minne- 
sota, Illinois, Indiana and Michi- 
gan. 

Here is preferred opportunity 
for the working life insurance 
man. 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. Roy Krust, President James L, Cotitns, Supt. of Agencies 
HOME OFFICE: SACRAMENTO 





























after with the laws of the state and the 
United States. 

Cunningham was selling stock for the 
Pacific Coast Life, which he had a legal 
permit to sell, and had already sold $22,- 
000 of that stock to Sadie M. Crang of 
Astoria, on whom he later unloaded the 
Paramount Life shares. Directors of the 
Pacific Coast Life returned the $23,000 
to Miss Crang. 


Hook Is in New Post 


F. B. Hook, who becomes associate 
general agent of the Penn Mutual Life 
at Tacoma with J. F. Grant, manager, 
will have charge of Tacoma and the 
territory south of the city with offices 
in the Townsend building. For many 
years he was president and manager of 
the Hook Brothers Piano Company at 
Madison, Wis. He took out a rate book 
for the Northwestern Mutual and moved 
to Seattle. On May 1, 1930, he went to 
Bellingham as district agent. 


National Fidelity School 


The National Fidelity Life of Kansas 
City is holding the third of a series of 
four training schools for new agents in 
Los Angeles with R. H. Rice, Jr., as- 
sistant secretary, in charge. These 
schools are held with a view of develop- 
ing a field force trained in the practices 
and spirit of the National Fidelity Life. 
Before the schools are held, general 
agents in the territory are instructed to 
line up young men of talent, preferably 
from some other line of business. They 
are then put through school, which is in 
session for about three weeks. 

Others from the home office at the 
Pacific Coast school are F. E. Young, 
actuary, and Dr. J. W. Wear, medical 
director. The last school will be held 
in September in Kansas City. 


Branch Office for Los Angeles 


G. C. Capen, assistant superintendent 
of agencies of the Connecticut General 
Life, who has been in Los Angeles the 
past three weeks, announces that fol- 
lowing the resignation of M. P. Haw- 
kins as southern California general 
agent, effective July 1, the Los Angeles 
agency will be made a branch office. 
The manager of the new branch office 
will be announced shortly. 

Mr. Hawkins has been general agent 
in Los Angeles for the Connecticut 
General since 1925. He is prominent in 
life association activities and is also 
president of the Accident & Health 
Managers Club of Los Angeles. 

Phoenix Mutual’s Big Gain 

The San Francisco office of the Phoe- 
nix Mutual Life reports an increase of 
64 percent in new paid-for business the 
first five months of 1931 over last year, 
which broke all records for amount of 
new business written. C. W. Peterson, 
Pacific Coast manager, says present indi- 
cations point to a very substantial gain 
this year. 


Hold District Convention 


DENVER, June 18—J. C. Higdon, 
vice-president of the Business Men’s 
Assurance, arrived here Friday for a 
two-day convention of agents in the 
mountain territory, of which M. M. 
Studebaker is manager. He was accom- 
panied by B. A. Hedges, general field 
supervisor, and L. L. Graham, chief 
claim adjuster. 


Canadian Officials to Meet 


The Association of Superintendents 
of Insurance of the Provinces of Can- 
ada will hold its annual meeting at the 
Fort Gary hotel, Winnipeg, Man., Sept. 
9-11. The meeting this year will be 
confined to unfinished business and mat- 
ters arising directly out of the proceed- 
ings of past conferences. 








The Old Line Life of America opened 
a field school in Seattle June 16 in charge 
of P. A. Parker, agency secretary, and 
Dr Charles J. Rockwell, insurance edu- 





eator. 














Visual 


Selling 


—a reality 


Through visual selling 
Bank Savings Life 
agents have been able to 
tell the true story of life 
insurance — and to tell 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship be- 
comes a_ well-ordered 
scientific process. 


PROVED IN THE FIELD 
BY 


Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 
“Visual Selling.” Why 
not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 
helps. 


TOOLS 
to help you 


SELL 


1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 
Vice-President 


In Charge of Agencies 


The Bank Savings 


Life Insurance 
Company 
Topeka 


Kansas 
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NEWS OF LIFE ASSOCIATIONS 











Banker Speaks at Cleveland 


More Enthusiasm, Rediagnosis of Pros- 
pect and Presentation Needed— 
Membership Passes 600 Mark 








At the June meeting of the Cleveland 
Life Underwriters Association 51 new 
members were added, increasing the roll 
call to 601. 

C. W. Wilde, executive vice-presi- 
dent Mitchell, Herrick & Co., invest- 
ment bankers, spoke on “Watching the 
Weather-Cock.” He gave a clear ana- 
lytical appraisal of the present depres- 
sion and its causes. 

“At a time like this our going may be 
easier if we analyze and revise our pres- 
entation,” he said. “We must get in 
time with the buyer’s present-day con- 
sciousness and have a point which both 
sides will accept. A _ re-diagnosis of 
prospect and presentation is necessary. 
Where we should work harder than be- 
fore we are in reality working shorter 
hours and we are deferring action too 
much. Insurance salesmen are too 
courteous in a great many cases and 
not persuasive enough. What is needed 
is more enthusiasm—a more violent and 
vigorous enthusiasm.” 

*x* * * 

Hastings, Neb.—The Hastings asso- 
ciation has elected J. J. Stanley presi- 
dent: J. W. Dixon, vice-president, and 
Floyd H. Eldredge, secretary-treasurer. 
The educational and promotional pro- 
gram of the state association, looking 
towards lining up in membership all 
active underwriters in the state, was 
commended. 

x * * 

Kansas City, Mo.—W. H. Beers of the 
Mutual Benefit Life home office spoke 
on the “Air Route” before 200 members 
of the Kansas City association, stressing 
the fact that the difference between a 
big and a little producer lies not so 
much in different personal characteris- 
tics as in a little harder work on the 
part of the more successful. 

x* * * 

Utah—Ephraim Poulter, district agent 
West Coast Life, was elected president 
of the Utah association at its annual 
meeting in Salt Lake City. He succeeds 
G. P. Kugher. Other officers elected 
were: B. T. Smith and Charles Archer, 
vice-presidents, and R. M. Kahn, secre- 
tary-treasurer, all of Salt Lake City. 

Commissioner J. G. McQuarrie at- 
tended the meeting. 

x * * 

East Bay (Cal.)—The East Bay asso- 
ciation will hold its annual meeting 
June 30 at Oakland, Cal. 

*x* * * 

Buffalo, N. Y.—The Buffalo association 
will hold its inter-agency outing and 
athletic meet July 1. The C. S. Elliott 
agency will award a championship 
trophy to the agency which piles up the 
most points in the afternoon's sports. 
E. A. Dunlap, newly elected president 
of the association, will present the 
prizes and trophies at the dinner. 

x * * 

Omaha—The Omaha association was 
host to nearly 300 life men at its one- 
day sales congress, only nominal fees 
being charged for the Rockwell lectures 
on salesmanship. F. N. Croxson, Equi- 
table Life of New York,.was elected 
president. 





x* * * 

Orange County, Cal—At the annual 
meeting of the Orange County associa- 
tion, held in Santa Ana, Cal., R. R. Hays, 
Jr., was elected president to succeed his 
brother, W. E. Hays. The Hays broth- 
ers are with their father, R. R. Hays, 
manager for the Mutual Life of New 
York for Orange county, Both are mem- 
bers of the Mutual Life $250,000 Field 
Club. 

*x* * * 

Richmond, Va.—W. DeL. Love, general 
agent Connecticut Mutual Life, was 
elected president of the Richmond asso- 
ciation, succeeding H. F. Sharp, at its 
annual meeting. W. C. Metcalf, North- 
western Mutual, is first vice-president; 
E. H. Perkins, Provident Mutual, second 
vice-president; Wilson Brooks, Sun Life, 
secretary; H. N. Jenness, Mutual Life of 
New York, reelected treasurer. On the 


. €xecutive committee are H. F. Sharp, 





chairman; C. C. Hall, Nathan Bushnell, 
Jr., Neil D. Sills and J. C. Bristow. Mr. 
Bristow was also named national execu- 
tive committeeman. 

Mr. Sharp reported a net loss of 
members for the year, a decrease of 16 
percent. He recommended that a greater 
effort be exerted to get new members 
during the coming year. 

* * * 

Flint, Mich.—The Flint association has 
elected new officers: President, Leonard 
McKinnon, National Life of Vermont; 
first vice-president, Wiley Allen, Michi- 
gan Life; second vice-president, W. A. 
Beam, Massachusetts Mutual; secretary- 
treasurer, J. C. Taunt, Crown Life. Ex- 
ecutive committee, I. A. Wilbur, Na- 
tional Life U. S. A.; C. W. Adams, Aetna 
Life; Howard Groesbeck, Lafayette Life; 
J. D. Cameron, Equitable Life; J. A. 
Carlson, Northwestern Mutual; E. J. 
Dumas, John Hancock. Carl Holmes, 
Lafayette Life, serves one more year 
as national executive committeeman. 

*x* * * 


Sioux City, Ia.—At the annual meet- 
ing of the Sioux City association the 
following officers were elected: John 
Showalter, president; C. R. Garrett, vice- 
president; H. E. McComb, secretary; Leo 
Dougherty, treasurer; W. D. Morton, na- 
tional committeeman. The executive 
committee includes W. D. Morton, chair- 
man, Rex Truesdell, Gus Silzer, J. D. 
Walsh and Ralph Hendrickson. 

*x* * * 


Philadelphia—L, F. Paret of the Provi- 
dent Mutual Life was elected president 
of the Philadelphia association at the 
annual meeting June 16. 


* * * 


Des Moines—E. R. Gray, Prudential, 
was elected president of the Des Moines 
association Saturday. He was first vice- 
president the past year. Manning Mar- 
tin was named first vice-president and 
L. P. Hickey, second vice-president. 
Raymond Hanson was reelected secre- 
tary. Jack Hilmes was chosen chairman 
of the board and M. C. Nelson, national 
committeeman. J. J. Hughes, retiring 
president, was made a board member. 

Carl Weeks of the Armand Company, 
nationally known in the manufacture of 
cosmetics, spoke on “Salesmanship of 
Today.” It was voted to continue next 
year the two major projects that proved 
profitable in the discussion the past year, 
particularly “Life Insurance as Prop- 
erty.” 


or 
«/ 





* * * 


Saginaw, Mich.—The Saginaw associa- 
tion, at its annual meeting, elected 
Harry B. Fisher president, succeeding 
R. D. Stearns; R. D. Harrison, Jr., first 
vice-president; W. R. Howson, secretary; 
L. F. Bennett, treasurer, and L. D. John- 
son, national executive committeeman. 


* * * 


Madison, Wis.—W. D. Byrne has been 
elected president of the Madison asso- 
ciation; E. E. Green, vice-president; Fred 
Frusher, Jr., secretary; J. L. Lonergan, 
treasurer; F. J. Spector, H. R. Noer and 
A. N. Lowe, directors; R. E. Larson, na- 
tional committeeman. 

*x* * * 


Detroit—Dr. W. G. Spencer, president 
of Hillsdale college, spoke to the De- 
troit association last week. 











Agencies of K. C. Life 
Hold “Camp Meetings” 


The Henry Slack (New Mexico) 
agency of the Kansas City Life is hold- 
ing its annual agency camp meeting 
this week. The L. C. Mersfelder (Okla- 
homa) agency will hold its camp meet- 
ing the week of June 22; the Madden 
(Wisconsin) agency, June 29; the Koop 
(Minnesota) agency, the second week in 
July; O. Sam Cummings (Texas), the 
second week in August. 

Most of the other Kansas City Life 
agencies will hold similar meetings some 
time this summer, since the “agency 
camp meeting,” as originated by the 
Slack agency ten years ago, has become 
immensely popular. It has, in fact, be- 
come almost an institution with the 
agencies of the company. 











Claris Adams 
Executive Vice-President 


Clarence L. Ayres 
President 
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Twenty Thousand Dollars 


Vj se distributed among 

the representatives of the 
American Life Insurance Com- 
pany in 1931 from a profit-shar- 
ing fund held in perpetual trust 
for their benefit. This is only one 
feature of the AMERICAN plan 
of complete co-operation. 








AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 

















if you want— 


—Unrestricted Territory 

—Vested Renewals 

—Agency Building 
Opportunity 


—Home Office 
Co-operation 


then you want 


Square 
deal 


the Agency Contract 


as issued by 





MADISON, WISCONSIN 
Address W. J. Wandrey, Secretary and Agency Manager 
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Provident Tools 
(No. 6) 


ACCIDENTAL 
DEATH 





The Accidental Death Benefit Clause 
is offered 
to all Provident Representatives 
who wish to use it. 


Just another Provident selling tool ! 


Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 

















The Company 
Back of the Contract 


Back of every Fidelity contract stands a reputation of over 
half a century of fair dealing. Live and let live has been the 
sound basis of mutual satisfaction upon which its agency contracts 
have been built. 


Modern policy forms, including Family Income, Retirement 
Income and Low Rate Life are backed by a particularly successful 
lead service. Fidelity now has $425,000,000 insurance in force, is 
financially solid and steadily growing. Tt operates in thirty-nine 
states, including New York, on a full level net premium basis. 


weg 


Openings available for the right men. 
Send for booklet 
“The Company Back of the Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 





The Truth Respecting—Trustworthy 
Morally Dependable and Self-Confident 
Agent—Salesman or Underwriter 
Can Make Good with 


The Colonial Life Insurance Company 
of AMERICA 
Home Office—Jersey City, New Jersey 


Exceptional Opportunities in 
NEW JERSEY—NEW YORK—PENNSYLVANIA—CONNECTICUT 























“OVER 120 MILLION DOLLARS INSURANCE IN FORCE” 


|NEWSOFLIFE POLICIES| 


New Policies, Premium Rates, Dividends, Surrender 
—_ and all Changes in Policy Literature, Rate 

Books, ste, so» SyOensng the “Unique Manual-| 
Digest,” annually in May at 2 gk and the | 
} “Little Gem” published annually in sched 























Revision of Standards Up 





Mutual Benefit Life Announces Some 
Changes in Its Rules on 
Aviation Hazard 





The Mutual Benefit Life announces 
a revision of standards of selection ap- 
plying to cases involving the aviation 
hazard. Until now the company has ac- 
cepted without additional premium per- 
sons who might make up to six flights 
a year under favorable conditions. Ap- 
plicants who were required to accept the 
short clause (full exclusion) were in 
general limited to $5,000. Under the 
new rules the “risk of passenger flights 
in licensed planes operated by licensed 
pilots over established routes will be 
generally accepted up to the following 
limits without limitation by an aviation 
clause:’ 

Number of flights, 10 or less, com- 
pany’s limit for insurance; 11-15 flights, 
not over $100,000; 16-20 flights, not over 
$50,000. Where flights in excess of 20 
per annum are contemplated, the risk 
will not be accepted without an aviation 
clause. The acceptance of applications 
from persons who have a record of pilot- 
ing, testing or stunting, or who may 
contemplate doing so, will be governed 
by these limits: Number of flights, less 
than 50, limit of insurance $50,000; 50- 
100 flights, $40,000; 100-150 flights, $30,- 
000; 150-200 flights, $20,000; over 200 
flights, $10,000. The aviation clause 
30-B the company advises may not be 
used in Colorado or Tennessee, while 
neither ‘forms 30-A nor 30-B may be 
used in Illinois, Michigan, Minnesota, 
North Dakota, Oklahoma, Oregon, 
South Dakota or Washington. 





American Provident Life 


The American Provident Life of 
Houston announces a new family income 
policy, which provides that on death of 
the insured an income of 1 percent of 
the face of the policy will be paid each 
month to the beneficiary, up to the 20th 
year from the date of the policy; there- 
upon the full face of the policy will 
be paid to the beneficiary. A _ special 
feature is the payment of excess inter- 
est earning to the beneficiary each 
Christmas or other anniversary, as an 
added item of income. 

The company will not write the dis- 
ability benefit on single self-supporting 
women. 





Midland Life 


The Midland Life of Kansas City in 
the future will not issue waiver of pre- 
mium disability benefit to applicants be- 
tween ages 12 and 18, unless the appli- 
cant is living on an independent income 
as a result of regular employment. 

The company also has placed a maxi- 
mum of $100,000 on a single life on any 
plan and a minimum of $1,000; however, 
applications for $500 will be considered 
on lives on any endowment form where 
the premium is annual, except endow- 
ment at 85. Where the annual premium 
is more than $15 for $500 of insurance, 
the application also will be considered, 
and it will consider applications of $500 
where the case warrants, such as father 
and mother purchasing policies of $500 
on two or more children. 





New York Life 


The New York Life announces that 
under single premium policies the com- 
pany will not issue at its own risk more 
than $100,000 in any calendar year. 


Star Producer in Philadelphia 
James A. Silber is put down as the 
1930 star producer of the Bankers Na- 
tional Life of Jersey City, his produc- 
tion being $575,000. Mr. Silber resides 
in Philadelphia. 








| ACTUARIES 











CALIFORNIA 








Barrett N. Coates Carl E. Herfurth | 


COATES & HERFURTH | 
CONSULTING ACTUARIES | 











114 Sansome Street 437 So. Hill Street | 
SAN FRANCISCO LOS ANGELES | 
ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 























iJ. Charles Seitz, F.A.1.A. 
CONSULTING ACTUARY 
Auther “A  —— and Accounting for a Life 
msurance Company.” 
Attention to 
Legal Reserve, Fraternal - Assessment Business— 


North La Salle Street 


228 
Phone Franklin 6559 Chicage 








INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 











MISSOURI 








ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown -~ St. Louis 


an 
800 Securities Building, Kansas City 

















NEW YORK 

















MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 
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Big Pacific Coast _—________ | 


Company Merger 
(CONTINUED FROM PAGE 3) 
adopted the plan to which he was ac- 

customed. 


Annual statements as of December 31, 
1930, showed the following figures: 


Western California 
States State 
ie DOGRS caoteca $158,612,425 $108,076,749 
RE 24,962,000 18,702,000 
COE <exdwcne 1,000,000 750,000 


1,000,000 700,480 
18,716,415 16,232,396 
Goldman Sachs Interested 


Net Reserves... 


The California State-Western States 
deal has been under way for the last 
three months. The financial house of 
Tucker, Hunter, Dulin & Co., San Fran- 
cisco, acted as intermediary in the pre- 
liminary negotiations. Tucker, Hunter, 
Dulin & Co. is controlled by the Gold 
man Sachs Trading Corporation, which 
owned 24.3 percent of the Western 
States Life stock. 

The California State Life was organ- 
ized in 1910 and began writing business 
in 1912. During its 20 years of opera- 
tion its growth has been steady and it 
ranks high in the character of its finan- 
cial strength and management. In 1928 
it purchased the stock and business of 
the Intermountain Life of Salt Lake 
City, which added more than $22,000,000 
to its insurance in force. 


Organized in 1910 


The Western States Life commenced 
business in 1910 and has also enjoyed 
steady and increasing prosperity and is 
rated as one of the soundest of legal re- 
serve life insurance companies. 

Besides President Kruse other officers 
and directors of the California State Life 
are C. E. McLaughlin, vice-president 
and general counsel; Dr. S. E. Simmons, 
vice-president and medical director; H. 
H. Buckman, vice-president and actu- 
ary; H. C. Bottorff, treasurer and 
comptroller; J. L. Collins, superintend- 
ent of agencies, and Arthur Luddy, sec- 
retary. The Western States Life offi- 
cers are A. D. King, president; J. V. 
Hawley and B. W. Ford, vice-presi- 
dents; Marcus Gunn, vice-president and 
actuary, and D. A. Dickie, secretary- 
treasurer. 


Aggregate Line 
Is Being Studied 


(CONTINUED FROM PAGE 1) 


a man was earning in his stock market 
speculations. Therefore a company un- 
doubtedly will stick rather closely to the 
actual earnings that a man makes in his 
own enterprise. His investment earn- 
ings may be more or less a shifting and 
uncertain factor. What the companies 
are aiming at is to get rid of speculative 
cases. They have had their innings with 
people who have taken long chances 
and lost. Undoubtedly a company is 
endeavoring to ascertain just how much 
insurance a man normally should carry, 
considering his income and prospects. 
It may be difficult at times to figure 
out just what total life insurance a man 
is entitled to carry. Some agents ob- 
ject to the formula being used on one’s 
earnings for last year. They claim that 
that was an abnormal time and in case 
of very many people they can stage a 
comeback and are really entitled to more 
imsurance than the formula allows. 


Action on Business Insurance 


Not only are the companies taking up 
personal insurance but they are going at 
business insurance. This same group of 
companies feels that the amount of busi- 
ness insurance a concern should carry 
on any man is five times his salary. 
They declare that if a man is getting 
$25,000 a year the concern is entitled to 
carry $125,000 of business insurance on 
his life. They feel that danger may 
come to the companies even from too 
heavy business insurance. Furthermore 
in writing business insurance the com- 
panies are considering the amount of 





Five Million Dollar 


Cases i in n Two Years 


Raymond Hartz of Chicago, 
manager of the Estate Planning 
Corporation there, has just placed 
another million-dollar life insur- 
ance contract, making a total of 
five cases of a million or more 
each that he has handled in the 
two years that he has been with 
the corporation. Two of the five 
policies were for $1,800,000 and 
$1,750,000 each and the other 
three were for $1,000,000 each. In 
addition to these he has placed a 
number of cases ranging from 
$100,000 to $800,000. 

E. F. Davidson, St. Louis man- 
ager of the Estate Planning Cor- 
poration, recently placed a mil- 
lion-dollar case carrying an an- 
nual premium of $100,000. Mr. 
Davidson was formerly in charge 
of the planning department in the 
New York office of the corpora- 
tion and has been in St. Louis 
only three months. 











stock or extent of ownership a person 
may have in a concern on whose life 
business insurance is written. For in- 
stance, if a man owns 75 percent of a 
concern the tendency is to count his in- 
surance as personal insurance in con- 
sidering the amount of protection he 
should carry. Such a person, the com- 
panies declare, should not be a candidate 
for business insurance. If he owns 75 
percent or more of his concern it is a 
personal proposition and his so-called 
business insurance is really personal in- 
surance. 


Question on Reinstatements 


One interesting question has arisen in 
connection with the amount of insurance 
a person should carry in reinstatement. 
For example, a man’s policy has lapsed 
An agent gets him reinstated. Yet the 
reinstatement may bring his total insur- 
ance beyond the aggregate in which the 
company desires to participate. In such 
cases a company has to use good judg- 
ment because it would seem that if a 
man had been carrying life insurance in 
a company and can be reinstated he has 
a certain claim. 

Many companies are urging their 
agents not to write insurance on a life 
over what a company will retain itself 
without reinsurance. 


Great Interest in C. L. U. 


Interest in C. L. U. work has more 
than tripled in Chicago in the*last year. 
There were 59 persons who took the 
examinations at the University of Chi- 
cago June 17-19 as compared with only 
17 last year. 34:—> of the Chi- 
cago chapter, C. L. , has done much 
to stimulate interest. 
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ing and non-participating insurance con- 
tracts. Liberal and profitable contracts 
offered dependable men who desire 


| Writing all standard forms of participat- 
success, 


S. M. Cross, President 


COLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 



































A FAMILY INCOME PLAN— 
of Extreme Flexibility! 
Check these features, as offered under The Guard- 


ian’s Family Income Plan: 
Issued in two forms—guaranteeing Family 
Income of $7.50 or $10 per month per $1,000 
of insurance. In addition, excess interest will 
be payable. 
Face amount of policy payable in cash at 
death—or under various Optional Methods of 
Settlement.* 
Attachable to all policy forms except Term. 
Cash and other guaranteed values of original 
policy not reduced through addition of Fam- 
ily Income Plan. 
Issued for 20-, 15- and 10-year periods with 
additional premium for Family Income Plan 
payable for only 16, 12 or 8 years, respect- 
ively. 
May be added to existing Guardian insurance 
upon medical examination. 

*If left with Company under interest option, income 


during Family Income period will be materially in- 
creased. The Guardian’s current interest rate is 5%. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - + NEW YORK CITY 





























THE NATIONAL UNDERWRITER 


June 19, 1931 


= —- 














1930 gave The Lincoln National 
Life Insurance Company, Ft.Wayne, 
Indiana, /O37nore pala DUuSLHESS 

than 1929. 














Are you interested? 


We have an especially attractive 
Agency Contract to offer real pro- 
ducers. 


Middle West Territory. 
Liberal Policy Contracts. 
Standard and Sub-Stand- 
ard. Medical and Non- 
Medical. Special Features. 


Write T-75, The National Underwriter 


























THE FORMULA OF SUCCESS 


L== INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and successful. 

Tue Murtvat Lire or New York, with its long history of increasing success, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Disability 
and Double Indemnity Benefits. It has mgny practices to broaden and expedite service 
for Field Representatives and for Policyholders. 


| Those contemplating engaging in life insurance field work as a career of broad 











service and personal achievement are invited to apply to 


The Mutual Life Insurance Company 
of New Yor 
New York, N. Y. 


GEORGE K. SARGENT 
and Vice-President and 
Manager of Agencies 


34 Nassau Street 


DAVID F. HOUSTON 
President 
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Conservation Is Big Problem 
in Management of Agencies 





F. K. Howson, ordinary agency super- 
visor of the Colonial Life of Jersey City, 
and John H. Rees, director of publicity, 
have gotten out a joint statement on the 
desirability of conserving business and 
holding policies on the books. The hu- 
man element enters into the sale of life 
insurance and hence that same element 
is a big factor in attaining policies on 
the books. These two men call atten- 
tion to the desirability of satisfied cus- 
tomers or policyholders. Their survey is 


valuable to field men. Part of the 
statement follows: 
“Personal contact, telephone calls, 


special form letters, telegrams and vari- 
ous other means are used to preserve 
the policy of the insured. That is a 
service which the agent owes to the pol- 
icyholder and every loyal insurance 
salesman who is in the business because 
he loves it, and is making it his life’s 
work, will do his very best to protect 
the interest of the insured and of his 
family. Even in cases where the insured 
has been dead broke, or where it seemed 
almost impossible to save the policy, the 
agent—who is recognized by the insured 
as an adviser, adjuster, counselor, or 
mediator—found a way out and prob- 
ably only by a hair’s breadth, the policy 
was saved. 
Lapses Are Costly 


“There have been numerous instances 
where death and accident had occurred 
right after a policy has been conserved. 
It is for the public to know that every 





life company would rather have insur- 
ance continue in force, than lapsed. 
Lapses are costly and the company does 
not want to saddle its policyholders with 
unnecessary cost wherever it may pos- 
sibly be avoided. 

“Analysis of inability to continue pol- 
icies in force has developed the follow- 
ing reasons: 

“1. Wrong type of policy sold. The 
insured lacked confidence in agent and 
company. 

“2. No work—dead broke. No 
come whatsoever. 

“3. No funds to fall back on in case 
of adversity. 

Agent Did Not Do Duty 


“4. Agent neglected to familiarize the 
insured with terms of contract when de- 
livering the policy. 

“5. Underwriter failed to keep in con- 
stant touch with policyholder. Insured 
lost faith in both agent and company. 

“6. No brain work exercised in try- 
ing to assist policyholder out of difficult 
predicament. Did not suggest changing 
mode of payment. Presented no plan to 
reduce amount, nor did he advise loan 
to pay premium. 

“7, Utterly failed to impress policy- 
holder that he was really interested in 
him. Did not appear anxious to discuss 
financial difficulties with the insured. 

“8. Lacked tact. Agent cold and in- 
different. Did not permit human ele- 
ment—the warm heart and sincerity—to 
enter into his negotiations.” 


in- 








Income Feature Is Stressed 








Life insurance general agents are 
stressing these days the difference be- 
tween life insurance in its investment 
phases as compared with securities that 
one buys. For instance, a life insur- 
ance company if it is well ordered does 
not buy its securities with the object of 
profit. The commercial investment trust 
is a profit making institution. Banks in 
making their investments look to pos- 
sible profit. If a life company does keep 
its eye on the profit end of securities it 
usually gets in trouble as has been dem- 
onstrated in a number of cases. There- 





fore the companies conservatively and | 
intelligently managed in their assets do | 
not seek what might be termed profit- | 
making securities, meaning those sub- | 


ject to material fluctuation. 

A company buys solely with the idea 
of income in view. It does not matter 
to this company whether a bond ma- 
tures in five years or 40 years. Its earn- 
ing power continues without great fluc- 
tuation. Whether the market value of a 
security goes up or down to any extent 
should not be a factor in a life com- 
pany. A life company has purchased a 


bond, for example, based on the thought 
of a reasonable income being earned. 
All that it asks is that the security back 
of the bond or other investment be safe 
and continuous. Life companies there- 
fore should not enter the commercia! 
field of investment with the thought in 
mind that their assets will be greatly 
enhanced by the upward turn of the 
market and juicy profits will be made on 
this account. Therefore life insurance 
becomes the safest kind of investment. 
It is always worth 100 percent. It does 
not go up and it does not go down. It 
remains on a single level. There are 
no heart breaking experiences in life 
insurance because of profits on unex- 
pected fluctuations. In view of the 
tragic stock market experiences and the 


| suspension of hundreds of banks people 


are growing more and more to study 
the investment phases of life insurance. 


Travelers Extra Dividend 


The Travelers declared an extra divi- 
dend of $4 a share and a quarterly pay- 
ment of the same amount this week. 
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How to Avoid Stirring Resentment 


Among Prospects by Discussing 
Their Wives Told by N. C. Day 


By NEWELL C. DAY 
Burlington, Ia., Manager, Equitable of Iowa 


I wonder if you have every talked to 
a man about monthly income insurance 
for his wife and just felt that man’s 
resistance go up about 200 percent. So 
have I, so don’t mention her! 

In sports, the best defense is a cork- 
ing good offense and that goes for the 
selling of life insurance. Ever had a 
man, when telling him the advantages 
of monthly income insurance, say: 
“Well, now I think that’s a fine idea 
for most women—but my wife”—(you 


complete the thought yourself). Of 
course, you won the argument with 
statistics, etc., but did you make the 
sale? 


Why does the average man resent, 
seemingly, although often not spoken in 
so many words, having you talk to him 
about his wife? Frankly, I don’t know 
but I’ve got a good idea. Back in the 
stone age, the man picked himself out 
a wife, sneaked up behind her, grabbed 
her by the hair and went home with 
her. Today, they jump in the car on 
which two payments have been made 
and elope to Crown Point, Ind. The 
results are the same. I’m not a nut 
on sex psychology but I have a hunch 
that he resents having any other man 
tell him how to provide for his wife. 


Let’s take an average family—the 
man, his wife, two children. How does 
this sound to you? (It has worked suf- 


ficiently well in Burlington, Ia., to en- 
able us to show an increase of 60 per- 
cent in 1930 over 1929): “Mr. Jones, 
the other day I talked with a fine busi- 
ness man who is a friend of yours who 
knew nothing about the contingent 
beneficiary clause and was mighty glad 
to add it to his policies of life insur- 
ance when he understood it. Do you 
have the contingent beneficiary clause 
in your policies? 


“Well, sir, if through accident you 
and your wife both were killed, your 
life insurance would revert to your 


estate unless you had named your chil- 
dren as contingent beneficiaries. (He 
thinks that’s a fine idea and wants you 
to fix his that way.) 

“Even so, this money if left in a lump 
sum to your children would have to be 
paid to them through a guardian. Some- 
times when considerable money is in- 
volved, the guardian is likely to feel too 
keenly the inadequacy of his remunera- 
tion for caring for them. He takes 
Johnnie down and buys him a $14.50 
suit of clothes and charges it on his 
books at $44.50. Now your friends that 
I mentioned saw that the way to get 
around that was to have this paid to 
the children in monthly installments 
that would be just enough and not too 
much for the guardian to take care of 
them from month to month. 

“Your friend told me just how much 
insurance he had and also told me that 
the youngest child was just four, a girl. 
He said, ‘Now I own $9,000 insurance 
of ty show me how it will work out.’ 

id. 

“Now, Mr. Prospect, if you would like 


» to see how it would work out in your 





case, I'll be glad to show you if you'll 
give your children’s ages and _ the 
amount of insurance you own.” He tells 
me here the truth about his insurance 
because he wants to have 


thing for him. From here on in the 
rest is easy, isn’t it? 
I have been asked by fellow insur- 


ance men: “Then you don’t make the 
policies payable to the wife?” Of course 
I do and on a monthly income plan and 
then to the children and for a time that 
will enable them to become self sup- 
porting. And, furthermore, when he 
reads the settlement agreement prepared 
on the old insurance (and some new, 
too) he doesn’t seem startled that his 
wife’s name appears in it. (He put her 
in the picture all the time—but I didn’ t). 

As I said before, the best defense is 
a corking good offense. It’s impossible 
in this type of presentation for him to 
object and laud his wife’s business 
ability. Imagine, if you can, having him 
say something like this: “Well, Mr. 
Day, that’s a fine idea but you don’t 
know little Johnnie, do you? (Johnnie 
was 3 last April). Well, sir, Johnnie’s 
the smartest business fellow you ever 
saw. If I had the business brains he 
has we would be better off than we are 
now. 





Three Fine Approaches 
Outlined by J. E. Hall 





Three effective approaches for life in- 
surance men were given Chicago life 
men recently by J. E. Hall, general 
agent in New York City of the Penn 


| 
| 
{ 


me do some- | 


Mutual. In cases of prospects who are 
heads of business, who are very busy 
and might not permit a personal can- 
vass, Mr. Hall suggests using his 
“Promising Young Men” approach. He 
says too many life insurance men can- 
vass only higher executives and are in- 
clined to miss the younger fellows on 


the way out. h 
Mr. Hall states to the executive that 
he wants the names of the promising 


young men who are interested in thrift. 
He displays a leather bound memo book 
bearing in gold on the cover “Promis- 
ing Young Men.” The executive he 
finds almost invariably is interested and 
curious, and the resulting conversation 


| not only adds three names to his pros- 


pect list but permits an indirect can- 


vass of the executive. 
Many life insurance men, Mr. Hall 
believes, determine in their own minds 


how much each prospect should buy and 
are loath to come down from their esti- 


| mate. He advises selling any amount, 
even if it be only $1,000, as a “get 
acquainted” account. He points out 





that the entré thus gained quite often 
will lead to large additional sales. 


Another Approach 
Has Strong Appeal 


A third unusual approach is based on 
an arrangement which Mr. Hall has ap- 
plied to his own life. Recently when 
his elder daughter was to be married 
Mr. Hall wanted to present her a $15,- 
000 home and was a little short, so he 
paid $2,000 down, executed a_ trust 
agreement and took a $15,000 policy, 
the proceeds of which were to pay for 
the home in case of Mr. Hall’s death 
and failure to complete payments. There 
is strong appeal in this to the pride 
of a man as it permits him to guaran- 
tee that his son or daughter will receive 
this gift clear of «indebtedness, no mat- 
ter what happens. Obviously the plan 
could be made “air-tight” by attaching 
the disability benefit, which on a policy 
of this size would pay $150 a month in 
case of total disability, or sufficient to 
pay for the property with all carrying 
charges in a little over ten years. 





Suggestions for the Summer 








Bourne & Beyan, general agents of 
the Penn Mutual Life at Philadelphia, 
give suggestions to agents as to good 
lines of business to solicit during the 
summer season. The firm has carefully 
checked up these industries and finds 
them in a fairly prosperous condition. 
The list is as follows: 

Summer parks. 

Golf courses (private and 

Miniature golf courses. 

Baseball clubs. 

Recreation centers (playgrounds). 

Ice cream manufacturers. 

Ice cream retailers. 

Soft drinks. 

Lunch stands. 

Automobile dealers. 

Tire dealers. 

Retailers in sports goods, as, for ex- 
ample, baseball, tennis, golf equipment, 
fishing tackle, and then a little later in 
the summer, shot guns and other para- 
phernalia. 

Swimming pools (growing very fast) 

Retailers in sports clothes (baseball, 
tennis, golf and swimming suits, etc.) 

Ice manufacturing. 

Ice dealers. 

Dealers in electric refrigerators (an- 


public). 





other growing business). 
Awning manufacturers 
Sand and concrete business. 
Road builders. 
Gas and oil stations. 
Steamship agents 
Bus business. 


Manufacturers and retailers of sum- 
mer furniture, as, for example, porch 
sets and the like. 

Hardware stores selling particularly 


during the summer, window screens, 
door screens and similar articles. 

Seed and flower business. 

Bakeries. 

Confectionery. 

Dairy products. 

Drug stores. 

Laundries. 

Tobacco. 

Electric and gas companies. 

Cleaning and pressing. 

Shoe repairers. 

Moving pictures 
summer business). 

Summer hotels and boarding houses. 

Painting business, 

Haberdashers (summer clothes, 
hats). 

Concrete workers. 

Cement manufacturers. 


(surprisingly large 


straw 














Silver Lining to Depression 
Discerned by Sales Expert 


DEANE REVIEWS SITUATION 


Slump Is Clearing Atmosphere, Even in 
Life Insurance—Patterson Heads 
Chicago Association 


There is a silver lining to the dark 
cloud of business depression this year, 
Edward M. Deane, Grand Rapids, big 
producer of the Aetna Life who paid for 
more than $14,000,000 last year, told the 
Chicago Association of Life Underwrit- 
ers at its annual meeting Tuesday. It is 
that the economic laws are working and 
eliminating many business institutions 
that were not operating on the right ba- 
sis and had not put their houses in order. 

“During the depression it has taken 
the very best brains in the country to 
operate businesses successfully,” he said. 
“In the last six months I have looked 
over some 200 financial statements and 
they have not appeared so bad. In fact, 
I am rather optimistic. The atmosphere 
is being cleared. I don't think it’s a bad 
thing to have these companies go out 
of business that did not get themselves 
in line,” 


Patterson New President 


Alexander E. Patterson, general agent 
Penn Mutual, was elected president. 
Other new officers are: First vice-presi- 
dent, John R. Hastie, Heifetz agency 
Mutual Life of New York; second vice- 
president, Roy L, Davis, Union Central, 
and treasurer, Raymond J. Wiese, gen- 
eral agent State Mutual. Mr. Patterson 
succeeds Harry T. Wright, associate 
manager Equitable of New York. 

Mr. Deane said in life insurance an 
intelligent man can make more money 
with less effort than in any other busi- 
iness. He counseled selling problems 
instead of insurance. He said insurance 
is only the means to an end and the 
problem is the main thing. He empha- 
sized the advantages of pushing life in- 
surance for corporate purposes, stock 
purchase, etc., pointing out that in the 
experience of trust companies over many 
years there has been a loss of 10 per- 
cent to 40 percent in the sale of partner- 
ships or sole industrials after death of 
an important official as compared with 
the amount which could be realized be- 
fore death. 


Easy to Protect Values 


He said it is very easy to protect 
against this depreciation by the stock 
elimination or stock purchase method, 
which he considers the best way to de- 
termine and cover that value. This pre- 
sents a strong argument as it can easily 
be shown that it affords the family of a 
partner or important executive a high 
grade security with continuous income. 

Mr. Deane does not believe in the pure 
unadulterated cold canvass for this type 
of business. In any event, he empha- 
sizes that the individual problem should 
be brought out on the first interview 
and the fact that life insurance is the 
subject of the interview should be sup- 
pressed entirely until the question of the 
solution of the problem comes up nat- 
urally. 

“It is the cheapest and the most ef- 
fective way to handle the problem,” he 
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Modern Business-Getting Methods 
said. “The prospect is not thinking then possessions and arrange to distribute 
them to those for whom they were 


of the competition, etc., but of the plan 
that will get him out of his situation. 
The range of possibility is from the 
smallest grocery store to the largest cor- 
poration. In fact, I would not except 
even corporations whose stocks are 
listed on the New York exchange.” 
Mr. Deane presented briefly a typical 
interview on the stock purchase pro- 
posal, taking the part of both agent and 
prospect. He showed that on a small 
grocery with an assumed $25,000 living 
valuation, if one partner were taken 
away there would be only three alterna- 
tives to the other, either to dig up the 
price to buy the dead partner’s family 
out or to find somebody else with suffi- 
cient capital to do that, or to liquidate. 


Heavy Depreciation Certain 


In any event, it was shown there 
would be heavy depreciation, both on 
stock and equipment, perhaps as much 
as $10,000, or 40 percent. It is a simple 
step from that point to show the pros- 
pect that life insurance will provide the 
cash to guarantee the man’s estate the 
full value of his interest, and even more 
than he would be willing to pay for his 
partner's interest. 

Mr. Deane counseled the agents, “Be 
yourselves.” He said a great many life 
insurance men have fallen into the habit 
of taking ideas from articles on life in- 
surance sales methods and passing them 
on to their clients, which he termed an 
unfortunate plan. He said instead they 
should take complete inventories of 
themselves once in a while, making up 
their minds whether they have gone be- 
yond their environment and equipment 
in the methods they are attempting to 
use. 


“A person should creep before he 
‘ or . w 

walks in the life insurance business, 
he said. “Men who will not work and 


put themselves in position by study best 
to serve their clients are going out of 
this business because there are men 
crowding them to get in.” 

New Directors Elected 


directors of the association are 
D. H. Bailey, New York Life; P. B. 
Hobbs, Equitable Life of New York; 
William M. Liscom, Bankers Life of 
Nebraska; B. H. Badenoch, Northwest- 
ern Mutual; Jens Smith, Pacific Mutual; 
T. G. Murrell, Fred S. James & Co., 
and S. A. Kent, Prudential. Holdover 
directors are T. F. Lawrence, Reliance 
_ M. A. Zitzman, Missouri State; 
. W. Cook, Mutual Benefit; P. G. Dall- 


New 


ak New England Mutual, and O. E. 

Seiler, life department, Marsh & Mc- 

Lennan. : 
Walt Tower, managing director, re- 


ported the association June 1 had 760 
paid members as compared with 735 the 








Visual Sales Plan Gives Picture 
of Instability of Man’s Assets 








Nelson L. Shultis, assistant to the 
president, Columbus Mutual Life, pre- 
sented a convincing organized visual 
sales plan, constructed upon the theory 
of the instability of all property but life 
insurance, in addressing agents of that 
company. 

On the first canvass of Mr. Shultis’ 
series appears the likeness of a prospect 
seated beneath an arch, the keystone of 
which is designated as “Health.” Other 
stones in the arch are “Ability,” “Time,” 
“Continuation of Life,” “Character” and 
“Judgment” and the sill is composed of 
two slabs marked “Thrift” and “Pros- 
perity.” 

The structure supports drawings of 
a business office, home, church, golf 
links and charitable institutions. In the 
presentation, Mr, Shultis observes how 
the structure would collapse should the 
keystone of “health” fail. 


Compares Methods for 
Accumulating Property 


The second canvass contains the in- 
scription, “There are two ways of ac- 
cumulating property—through the sav- 
ings of a lifetime and through a con- 
tract calling for a nominal annual de- 
posit,” and also the statement: “There 
are two ways of distributing property— 
through your will which calls for in- 
tricate legal proceedings and through a 
contract which is simple and guaran- 
teed.” 

Whereafter Mr. Shultis’ chart analy- 
zes three capital forms of property. 
“Real estate that is an asset now may 
be a liability later on because of chang- 
ing conditions. Bonds and mortgages 








same date last year. Mr. Wright in 
singing his swan song told of much of 
the work the association has done in 
the last year, emphasizing its active 
part in opposing Illifiois senate bill 764, 
which would authorize the city of Chi- 
cago to tax, license and regulate all in- 
surance agents. 


E. B. Thurman, New England Mu- 
tual, announced a meeting of the Gen- 
eral Agents & Managers Association 


Wednesday noon to take up matters in 
connection with the campaign with the 
Better Business Bureau. G. A. Brown, 
C. L. U., Patterson agency, on behalf 
of supervisors and others, presented Mr. 
Patterson with a handsome silver and 
ebony gavel. S. T. Whatley, general 
agent Aetna Life, introduced Mr. Deane. 





are income producing for only a term 
of years. Stocks are generally specula- 
tive and unreliable income producers.” 
“Every probate court reveals,” it is 
stated in the next phase of the plan, 


“only three cents of the living Amer- 
ican’s dollar is invested in life insur- 
ance, yet 87 cents out of every dead 


American’s dollar is produced through 
this three cent investment.” 

Thereupon the prospect is confronted 
with the statement: “You strive dur- 
ing your lifetime to accumulate an 
estate; what then? The business shrewd- 
ness required to create an estate is very 
rarely reflected in its final distribution. 
Men are 99 percent perfect in accumula- 
tion and 1 percent in preadministration 
and conservation.” 


General Estate and 
Estate by Contract 


Whereupon appears a comparison of 
the general estate and the estate by con- 
tract. While the general estate will de- 
pend on accumulation of funds, ability 
to invest judiciously, and continuation 
of life, the estate by contract depends 
merely upon a nominal annual deposit. 
While death will cause under a general 
estate “your plans to misscarry, finan- 
cial program to stop, beneficiaries to 
receive it as you leave it,” an estate by 
contract will cause “immediate creation 
of $10,000 to $100,000 cash estate. A 
general estate may be delayed by “miss- 
ing interests, contest of probate and 
final judicial settlement,” but an estate 
by contract will be delayed by “noth- 
” A general estate can shrink be- 


ing. 

cause of “inexperience and mistakes of 
executors, attorney fees, dishonesty, 
liquidation and_ taxes. Nothing can 


shrink a life insurance estate.” 

The logical solution, according to the 
conclusion on this page of the chart, is 
first to create an estate by contract and 
then accumulate a general estate. 


Diagram Shows Insurance 
as Heart of the Contract 


The next scene is a diagram sur- 
rounding a heart in which is written 
“cash, insurance contracts, liberty and 
municipal bonds, and other holdings 
that can be turned into cash at once.” 
Surrounding the heart are other items 
you, your common sense, experience, 
judgment, cats and dogs, personal ef- 
fects, stocks and bonds, real estate.” 

“You owe it to yourself,’ the plan 
proceeds, “to take an inventory of your 


“ 





created and to whom they rightfully be- 
long. 

“In life insurance you are your own 
administrator, you know definitely what 
it will yield, how it is paid and who 
gets it. 

“The contract you enter into in the 
transaction is a sacred covenant sus- 
tained and upheld by the constitution 
of the United States, since this con- 
tract is to be executed after your death, 
it cannot be altered or changed. It 
must be paid as you direct. It is the 
only will you can make that cannot be 
broken.” 

The presentation comes to an end 
with blank forms captioned * ‘Expenses 
of my family” and “My resources if the 
curtain drops tonight.” 


Salary Savings Proves a 


Good Builder of Business 


An analysis of the value of salary 
savings system business to the field men 
recently made by the Lincoln National 
Life shows this type of contract to be 
very much worth while in building a 
personal clientele, especially during the 
present times. The report, covering the 
first four months, showed that agents 
in one state experienced a gain of 47 
percent in paid business for this period 
over the same period in 1930. Another 
state showed a 91 percent increase, and 
another 67 percent. From one-third to 
two-thirds of this paid business volume 
increase was represented by salary sav- 
ings insurance. 


Emphasize “Emergency Fund” 


BALTIMORE, June 18.—Urging em- 
phasis on what he termed “The Crea- 
tion of an Emergency Fund,” Dr. S. S. 
Huebner, University of Pennsylvania, in 
a talk to the Massachusetts Mutual 
Life’s Diggs-Darby Agency here told of 
the important advantages of life insur- 
ance policies as an emergency fund. He 
emphasized the growing popularity of 
annuities and life insurance trusts and 
defined the advantages of these policies 
over the average life insurance policies. 

Dr. Huebner declared that life insur- 
ance provides a ready means of raising 
a certain amount of money for any 
emergency, in which respect it compares 
favorably with ‘callable collateral 
bonds” and at the same time provides 
protection through the life provision. 

He advocated borrowing on life poli- 
cies if it is done wisely. Life insurance, 
he said, enables a man to borrow with- 
out property and is additional collateral 
to property loans. 
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